WHAT STATIONS 


ational COLL SHAK 
Petroleum 
NEWS 220 ceccs srs vue 


page 10 





HIIR ¥O 
Los Angeles 11:53 a.m.—an industry headache . - page os : od 
“ aationd H 
SS 11d08918 ALISEBATNN 


A McGRAW-HILL PUBLICATION r , H3IH0d g 2 
THIRTY-FIVE CENTS 





FULL 
VISCOSIT 
RANGE 





> C&S as i te 
with Brodie BiRotor Meters 


® Basic BiRotor principle employed in all sizes 
and capacities of BiRotor Meters. 


® BiRotor Meters handle full range of petroleum 
products from gasoline and lube oils 
to bunker fuels. 


® Readily installed on vertical or horizontal lines. 


® Double case construction avoids distortion or 
damage to measuring unit. 


® Interchangeable unit built assemblies readily 
inspected or replaced without disturbing line 
connections. 


Brodie BiRotor Meters in a full range of sizes and capacities 
fill every metering need for fast, accurate, handling of 
petroleum products in all viscosities from lighter stocks to 
Standard Brodie counters, ticket print- heavy bunker fuels, Whatever your metering operation may 
ers, quantity controls, adaptors, and a be—stock transfer or delivery...batching, packaging, bar- 
full line of accessory equipment are reling or blending...there’s a BiRotor Meter to meet your 
available for every piping need. exacting requirements. Standardize on Brodie BiRotor Meters 
for high maintained accuracy, low maintenance and long- 
lasting dependable record of service. Investigate fully today. 


Bropie 3°” METERS 


RALPH N. BRODIE CO., INC. + ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. 


MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 271 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 




















New Products...new 
engineering developments... 


on-the-job reports 


IN EVERY ISSUE 


of the 


NEOPRENE 


NOTEBOO 


YOU'LL FIND profitable reading in every 
issue of the Neoprene Notebook. 
Informative, up-to-the-minute arti- 
clus report on neoprene’s performance 
in products ranging from oil seals to 
conveyor belts . . . from motor mounts 
to work gloves. These engineering facts 
about neoprene are illustrated by spe- 
cific data, pictures, and drawings. 


The rubber made by Du Pont since 1932 


REG. us. pat OFF 


BETTER THINGS FOR BETTER LIVING 


.- » THROUGH CHEMISTRY 





=a 


a har eae 


Designers and design engineers find 
the Neoprene Notebook gives them ideas 
on how to use this versatile chemical 
rubber in designing a new product or 
improving an old one. Plant operating 
and maintenance engineers rely on the 
Notebook to bring them experiences of 
others who have solved production and 
maintenance problems with long-last- 
ing neoprene products. 


Name 









E. I. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division NPN—3 
Wilmington 98, Delaware 


I am interested in receiving the Neoprene Notebook regularly. 





OPRENE CovEREp 


win 
$s OvToOOR ExPOsuare Test 


You can be sure to receive 
the Neoprene Notebook 
regularly by mailing this 


coupon today! 
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= quick couplers 
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Make field repairs quickly with 
this simple attachment of hose to 
KAMLOK shank type adaptor and 
coupler by using hose clamps. Leak- 
proof, light weight, easy to handle. 


ALL KAMLOKS COUPLE AND UNCOUPLE é Sans: GRA | 
INSTANTLY REGARDLESS OF HOOK-UP ASSUR b. 
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a 
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Behind Our Headlines Ahead of the News 5 
Washington Staff Report 9 
There have been so many brand 
shifts made lately that we thought Petroleum Industry Indicators 10 
we'd investigate a bit to find out just 
why jobbers change suppliers. Supply and Demand 11 
iat weaned ne wp 1 a oe | The ny 
Ss “‘e ° 
: - i 13 
your next issue of NPN. How Majors See the Supply-Demand Picture 
The story will single out one jobber Public Relations 


and analyze the factors in the change 
he made as an actual case history. As 
a not-so-incidental sidelight, it will 
show, too, how some big companies 


How Oil Industry Fights Smear of Its Good Name 18 


Jobber Estate Planning No. 3 





Planning a Will 23 
are going after new jobberships as 
part of their marketing expansion Fuel Oil 
campaigns. Degree Days Drop Throughout Nation 27 
We commend the story for addition 
to your “must reading” list. The date: Stations 
NPN, March 31. Why Free Services Build Gasoline Sales 35 
am 
Here’s a tip: You should also watch Tires-Batteries-Accessories 
the March 31 issue of NPN for an im- Budget Plans Key to Tomorrow’s Market 36 
portant announcement. You'll find it What Is Your Share of the TBA Market? 40 
then, if you look, in Frank Breese’s 
column from the West Coast. Equipment 
F New Equipment 43 
Another piece of evidence that read- 
ers use NPN as a working tool: Our Regions 
March 10 story, “ ‘Wonder’ Battery Interpreting the Oil News 44 
Claims Can Be Answered,” has stirred 
up a big reprint demand from oil in- Editorially Speaking 
dustry TBA men and manufacturers. It Still Spells Industry-Wide Bargaining 47 
They tell us they plan to distribute 
copies to salesmen and station opera- Markets 
tors, for use as a weapon in combat- Oil Market Review ” 
ting such claims. Prices at Refineries and Terminals and by Tank Wagon 52 
a 
No reader of NPN was surprised Fuels 3 
at the recent National Oil Jobber What's Ahead for Diesel Fuels? 7 
Cc ouncil decision to sponsor another About Oil People 60 
“Consult Your Supplier Month.” 
They'd already read—in NPN’s Jan. Coming Meetings 64 
27 Ahead of the News section—that gas 
such a decision was in the offing. Advertisers’ Index 1 
—Herbert A. Yocom 
pany gy esveetese © pd is ber hy Ad 3 777 fe by Lee te Hill ~ Ay ag ~ 8 - asciphia 2. Pa a 4 
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THIS NATIONAL Cash-and-Charge-Posting Register at the Parkway Station, 
Minneapolis, Minn., eliminates losses which were taking a heavy toll out of profits. 


A NATIONAL SYSTEM speeds service and in- 
creases customer goodwill at this efficient, 
modern service station. 


MR. 1. E. POLKINGHORNE, President of 
Parkway Service Inc., Minneapolis, Minn. 


“Our @Valional Cash-and-Charge Register 
saves us over *2,900 yearly... 


provides tight control!” 


— Parkway Service Inc., Minneapolis, Minn. 


“In addition to a large cash business, we 
have a lot of charge accounts. Our Na- 
tional System, which posts charge sales 
at the time they are recorded, saves us 
$30 a week in bookkeeping costs alone,” 
writes Mr. Polkinghorne. ‘It saves about 
9 hours weekly in time formerly spent 
getting sales records and balancing cash. 

“The National Cash-and-Charge Sys- 
tem gives me complete control over both 
cash and charge transactions. Itemized 
receipts have stopped errors in addition 
. .. item by item indication has stopped 
other losses... forgotten charges are 
eliminated. I estimate all these losses were 
formerly costing me over $1,400 a year. 

“Further, our National speeds up 
service and increases customer goodwill. 


Each customer now receives a register- 
printed record of his charges which 
shows the amount of sale, old balance 
and new balance to date. 

“The individual department sales 


totals show me which department is’ 


making a profit and which isn’t. I esti- 
mate that this information has increased 
daily volume by $3, which amounts to 
a substantial yearly increase in sales. 

“Tight control is highly important for 
a service station. We have found that 
our National Cash-and-Charge System 
gives us accurate records of all types of 
transactions and has enforced careful 
handling of money and records. We cer- 
tainly recommend it to any station 
owner.” 


Mr. Polkinghorne’s experience is typi- 
cal of thousands of station owners who 
are saving money and making extra 
profits with a National System. Your 
nearby National representative will be 
happy to look over your operations and 
show you how much a National System 
can save you. He is listed in the classi- 
fied directory. Call him today. 


* TRACE MARK REG. U.S PAT. OFF 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 
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AHEAD OF THE NEWS 


Wage-Hour Truce—The Labor Department’s Wage and 
Hour Division reportedly will follow a hands-off policy on 
jobber sales to farmers. Wage-Hour men say that tech- 
nically the farmer is in interstate commerce if the produce 
he raises is shipped across state lines. This, in turn, puts 
the oil jobber who sells to the farmer in interstate com- 
merce—and thus subject to wage-hour regulations. But 
objections to this interpretation (raised mainly by Texas 
oil marketers) has resulted in a truce. The Labor Depart- 
ment will leave the jobber alone if the only issue involved 
is sales to farmers. 


Gasoline Price Rise—Several Independent refiners in 
Kansas look for an increase in Group 3 gasoline prices of 
0.125¢ to 0.25¢ per gal. in the next month. This is despite 
top-heavy gasoline stocks in the Mid-continent. The refiners 
say the Great Lakes Pipe Line system’s octane requirements 
after April 1 (premium—92, regular—84.5) will make 
higher prices “mandatory.” One of the Kansas refiners 
states, “We have had two octane jumps already without 
price increases. We can’t afford to increase quality again 
without getting more money.” 

se 


Supply-Demand Balance—Shell Oil Co. predicts a better 
balance ahead in the seasonal requirements for the principal 
refined products. Shell notes that “a tendency toward over- 
supply” has resulted from the buildup of reserve refining 
capacity in the interest of national defense. But the com- 
pany now looks for a lull in refinery expansion. It believes 
that the refinery flexibility allowed by excess capacity, plus 
a slower rate of increase in oil demand, will help produce 
the better supply-demand balance. 


Free Ride on Credit—Latest attempt to take advantage 
of the credit investigating done by oil companies crops up 
in newspaper advertising of a large eastern plant nursery. 
Located in a competitive suburban market, the nursery is 
offering to sell on credit to all holders of major oil com- 
pany credit cards. 

. 


Home Heat Potential—The latest government statistics 
on housing starts show that oil companies will have a big- 
ger home heat market to shoot at than had been expected. 
Home building starts in February rose to 73,000—a 
sharper increase from the winter low than in most postwar 
years. 

7 


New Texaco Gasoline—The Texas Co. reportedly will 
announce a completely new premium gasoline in April. It 
is understood the company has by-passed chemical addi- 
tives as an answer to high-compression engine problems. 
The new fuel is said to incorporate a wholly new, company- 
developed approach that reduces engine wear and increases 
engine power. 


March 24, 1954 + NATIONAL PETROLEUM NEWS 


Jobber Survey Rolling—Response to National Oil Job- 
bers Council’s survey of jobber operating costs is picking 
up greatly after a slow start. Myles Hall of Minnesota 
(chairman of NOJC’s Uniform Accounting Committee) 
reports that more than half of the jobbers who were sent 
questionnaires have now replied. He says his committee is 
“100% satisfied with returns” from the Midwest and South, 
although replies from Eastern jobbers have been few and 
scattered. Most questionnaires are being filled out com- 
pletely. Mr. Hall predicts the results will “give a true pic- 
ture of jobber operations that has never been available 
before.” The data will be presented at NOJC’s meeting in 
Hot Springs, Va., April 1-3. 


Price Clouds Darken—A full-fledged gasoline price war 
could break out in northeast North Carolina at any time. 
Looseness of supplies and the desire for volume have led 
some oil marketers to offer special inducements. Some ac- 
counts have been offered a 1¢ per gal. rebate on gasoline, 
plus “extras” such as grease guns. The entry of Phillips 
Petroleum into the area is not a direct factor, although 
Phillips is heating up competition. 


Spending for Expansion—Capital expenditures planned 
by The Texas Co. for this year are the largest in company 
history. Last year Texaco spent a record $230 million. In 
1954, the company plans to start building catalytic reform- 
ing facilities at its refineries in Los Angeles; Tulsa; Lock- 
port; and Lawrenceville, Ill; and Port Arthur, Texas 
(where one such unit is already in operation). Behind these 
and other expansion plans is Texaco’s belief that 1954 will 
have a high level of business and industrial activity. 


Oil Heat Co-operation—Oil Heat Institute of America 
is said to be interested in joining forces with National Oil 
Jobbers Council in a nationwide advertising and public 
relations drive behind oil heat. The matter is being studied 
by NOJC’s Fuels Policy Committee, headed by H. F. 
Horning, of Minnesota. OHI may confer with the commit- 
tee during the NOJC meeting April 1-3 at Hot Springs, Va. 


Oil Storage Survey—tThe oil industry and the govern- 
ment will get up-to-date information on oil storage capacity 
if National Petroleum Council agrees to make a study 
requested by Petroleum Administration for Defense. PAD 
points out that the industry has had a lot of construction 
since NPC’s March, 1952, survey of storage capacity. 
Also, there has been a great increase in underground oil 
storage. So PAD is asking that the study cover the various 
types of underground storage, and the volume of different 
products stores. At the same time, PAD is asking NPC for 
a report on oil company use of radio and radar, noting 
there has been “great expansion” in these fields in recent 
years. 


For more Ahead of the News 
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sell your customers the oils 
that do the most 
for their customers cars 


You will render a real service to those 
who buy oil from you if you tell them the 
facts about today’s motor oils. They, 
in turn, will be better informed and 
better able to advise their customers. 


As you know, HD oils 
with additives are rec- 
ommended for most 
of today’s new cars. As a result, there has 
been a tremendous amount of advertising, 


with claims and confusion, about various 
brands of HD oils. 


Here is something we are sure you know: 
there are good HD oils and there are 
HD oils that aren't so good. The brand 
you recommend to your customers can 
make a big difference in the way their 
customers’ cars perform. 








That's why we think it's important to 
remember this: additives can be added to 
any oil. To very good oil. To very poor oil. 


The quality of the basic oil is what determines 
the quality of the lubrication a motor gets. 


So we hope you will tell your customers 
the same thing we are reminding millions of 
motorists about in our advertising this year: 


Today's BEST oils 
start with 
Nature’s BEST crude 


Oil from the Pennsylvania Grade Crude 
Region has long been famous for its out- 
standing natural toughness. That's why 
Pennsylvania Motor Oils that are fortified 
by carefully selected additives are today’s 
BEST HD oils...a 
sound recommenda- 
tion for all of your 
customers, and one 


they will understand. / 


Ym, OIL 6 
ne Ol AssOGlby 
a 





‘TEMGE GARE REIS TERED 4 POTENT OFFICE 


We are telling the plain truth about today’s motor oils to the millions of motorists who read 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 
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Jobber Mettle Tested—A big Texas jobber sees the 
coming months as critical for oil wholesalers in his state. 
He thinks most “inefficient type” marketers will be washed 
out of the picture by fall. His reasons: (1) Retail price wars 
throughout Texas because of “excess stocks,” (2) more 
trouble in collecting from credit customers, and (3) the 
danger that the Texas drought—now starting its fifth year 
in some parts of the state—will severely hurt farm business. 


Atomic Competition Nearer—Industrial use of atomic 
energy—competing with oil and coal—is a big step closer 
to reality now that a Pittsburgh power company has agreed 
to build the first full-scale nuclear power plant. It had been 
thought the first plant would be built in an area not readily 
accessible to other fuels. But Pittsburgh’s heavy industry is 
an especially big market for coal. 


FTC Policy Shift—The Federal Trade Commission is put- 
ting into practice its new policy requiring that competitive 
effect must be shown in exclusive dealing cases. FTC has 
remanded to its hearing examiners two cases, involving 
Beltone Hearing Aid Co. and Outboard Marine and Man- 
ufacturing Co. FTC said it is insisting that examiners con- 
sider evidence on competitive effect in these cases. Under 
the “old” FTC, it was enough to show that exclusive deal- 
ing contracts existed. The new FTC majority has rejected 
this “automatically guilty” doctrine. 


NPC Future Safe—National Petroleum Council is in no 
danger of losing its independent status as advisor to the 
government on oil matters. There have been reports that 
NPC might be affected by efforts to re-establish the Na- 
tional Minerals Advisory Committee. But Interior Secre- 
tary McKay and other government officials deny any threat 
to NPC. Mr. McKay thinks NPC has done an outstanding 
job and should be continued with an oil man as chairman 
(now Walter Hallanan, of Plymouth Oil Co.). 


NPN Staff 


Secony Gasoline Stress—Socony-Vacuum will spend 
$40 million to expand its catalytic reforming capacity to 
93,000 b/d in the next three years. Present capacity is 
47,000 b/d. The boost will be “solely for the purpose of 
increasing gasoline quality,” says Herbert Willetts, Socony 
vice president in charge of domestic marketing. He believes 
three marketing developments appear “almost certain”: 
1. Gasoline quality will continue to improve, at a faster 
rate than before, in both octane number and “other per- 
formance characteristics.” 2. The motorist will get more 
miles for each dollar he spends for gasoline, although he 
may pay more per gallon. (This assumes a constant dollar 
and excludes taxes.) 3. Concurrent improvements in motor 
oil will be of great help in solving problems resulting from 
car engine design. 

° 
Gas-To-Oil-Switch—Gas men studying the East Coast 
oil supply problem may recommend that two existing natu- 
ral gas pipe lines should be converted to oil in case of a 
national emergency. Hugh Stewart, acting deputy of Petro- 
leum Administration for Defense (which requested the 
study), says there is little support for building a new “super- 
inch” gas line that could be switched to oil. The two 
unidentified gas lines would be equipped with facilities for 
the change to oil, but would continue to move gas in peace- 
time. In wartime, their customers would be supplied by 
other gas lines. The two lines together could move 500,000 
b/d to 600,000 b/d of oil to the East. Conversion costs 
would be paid by the government. 

e 
Dealer Is King—Atlantic Refining Co. is placing more 
stress than ever on building the kind of station dealers need 
—not the kind management thinks they need. Dwight 
Colley, Atlantic’s general manager of marketing, says the 
goal is “convenient and practical workshops” for dealers. 
To find out what dealers want, Atlantic is inviting experi- 
enced operators to sit in with the company’s service station 
committee at regular intervals. Mr. Colley adds that there 
is another “important objective” for the industry: Building 
stations that “the good dealers in this country can afford 
to own or rent.” 
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‘sf keep your trade happy, just tell 
them these facts about the batteries 
you sell that are equipped with United 
States Rubber Company’s Peerless 
Separators: 


(1)—Peerless is unaffected by over- 
charging, heat, battery acid or plate 
pressures. Peerless is so strong that 
warped or buckled plates can’t hurt it. 


(2)—Peerless has high porosity. So 
what? So the user gets 20% faster 
cranking speed because of faster cir- 
culation of acid. 

(3)—Peerless delivers improved start- 
ing performance in cold weather, de- 





U. S. Peerless 
Rubber Separators! 





livering up to 10% more power when 
needed most—plus extra protection in 
hot weather. And Peerless cuts costs 
because its low electrical resistance 
requires lower charge currents. 


(4)—Month after month, mile by 
mile, Peerless’ physical, chemical and 
electrical properties guarantee a bet- 
ter-behaved, longer-lasting, more 
economical battery. 


Write for your free copy of informa- 
tive booklet. Use the coupon. Batter- 
ies have more juice, and so do your 
sales — with Peérless Rubber Battery 
Separators. 


Battery Separator Sates 

United States Rubber Company 
Rockefeller Center, N. Y. 20, N. Y. 
Gentlemen: 

Please send me my free copy of book- 
let on U.S. Peerless Rubber Separators. 





Cc 





Street 
City 


Zone 











UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 


e Rockefeller Center, New York 20, N. Y. 
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‘Squeeze-out’ Report Lesson in Decency 


There is a refreshing air to the 
Senate Small Business Committee re- 
port on its investigation of complaints 
that some West Coast Independents 
have been “squeezed out” of gasoline 
suppliers at the same time the major 
companies allegedly were picking up 
the accounts that the Independents had 
to forsake. 

The report spelled out these com- 
plaints in full but attempted to draw 
no conclusions or recommendations. 
Any decisions, it was emphasized, 
would be withheld until the major oil 
suppliers have had a chance to tell 
their side of the story. 

This would seem to be an obvious 
procedure. A sense of common de- 
cency and fair play would appear to 
call for any investigatory body to hear 
arguments pro and con before making 
a decision. But this dcesn’t always 
happen. Time and time again the daily 
deadlines point up the “smear” tactics 
employed by some congressional in- 
vestigatory groups. 

And on a less sensational level but 
closer to home, it can be recalled that 
some recent oil investigations have 
been handled on a rather unethical 
plane. When the oil price increase 
hearings were opened last summer, for 
example, some members of the House 
Commerce Committee publicity de- 
nounced the increases before the com- 
mittee took the time to hear the expla- 
nations of the large oil companies. 

Then later, when a Senate Interior 
subcommittee entered the oil phase of 
its import hearings around the first of 
this year it was obvious that Chairman 
Malone (R., Nev.) had already made 
up his mind, so far as the importing 
companies were concerned, “to give 
the horse thieves a ‘fair’ trial before 
we hang them.” He repeatedly sought 
to block testimony that would tend to 
negate his own preconviction that im- 
ports were excessive and were harming 
the domestic oil and coal industries. 

So it is not too unworthy of com- 
ment that we should have an oil 
investigating committee handling the 
West *Coast situation that wants to 
make sure it has all the facts before 
taking a position. 


Politicians and ‘Tidelands’ 


The so-called “liberals” in Congress 
didn’t take long to tip their hands as 
to how the Supreme Court ruling in 
the “tidelands” case will be mani- 
pulated into political propaganda for 
the upcoming elections. 

It would appear on the surface that 


the refusal of the court to hear the 
challenge of Alabama and Rhode 
Island to the constitutionality of legis- 
lation granting states title to offshore 
resources within traditional boundaries 
might put an end to the “tidelands” 
issue. The court ruled that Congress 
has full authority, without judicial re- 
view, to dispose of any U.S. property. 

This ruling may settle the legal issue 
for good, but certainly not the politi- 
cal. For it was only minutes after the 
court made its ruling on March 15 
that Senator Morse, outspoken “inde- 
pendent” from Oregon, leaped to his 
feet to proclaim that this would seal 
the doom of at least several of his 
fellow congressmen this fall. 

Here’s the way Mr. Morse has it 
figured out: 

Supporters of states’ right to the 
“tidelands” argued in part that these 
resources always have belonged to the 
states. But the court now has ruled, 
in effect, that this was U.S. property 
that was “given away.” 

So, Mr. Morse concludes “We were 
right when we said it (the bill) raised 
a vital political issue as to public policy 
in respect to public property. It is a 
political issue which will have to be 
fought out in the political forums of 
1954 and 1956, because in my judg- 
ment it was not a giveaway which 
was in the best interests of the peo- 
ple . . . I venture the suggestion that 
a few members of Congress will be 
retired to private life as the result of 
supporting the giving away of bil- 
lions of dollars of the wealth of all of 
the people of the U.S. to a few of the 
states.” 


A Question First 


A classic story about Sid Richard- 
son comes from a recent series run by 
the Washington Post on the role that 
wealthy Texas oil men have been play- 
ing in the nation’s politics. 

An ardent supporter of President 
Eisenhower, Mr. Richardson received 
a telephone invitation one day while in 
Washington to lunch with the Presi- 
dent. With an abrupt switch on the 
excited acceptances that usually fol- 
low such honored invitations, the inde- 
pendent Texan must have startled the 
unsuspecting secretary with the casual 
and playful comeback: 

“What are they going to have.” 

Others covered in the series running 
Feb. 13-18 are Hugh R. Cullen, Clint 
W. Murchison and H. L. Hunt. 

—NPN Washington Staff 
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DORWARD can handle 
Your West Coast 


Liquid Commodities 





DORWARD & SONS CO. 


On San Francisco Bay 
POINT RICHMOND, CALIF. 








NEW HOPE 


in the battle against 


CANCER 


THE FIGHT against man’s cruclest enemy 
is far from won. If present rates con- 
tinue, 23 million living Americans will 
die of cancer—230,000 this year. And 
thousands of these will die needlessly — 
through cancer that could have been 
cured if treated in time. 


ALL THE SAME, there have been victories. 
Thousands who once would have died 
are being saved—thanks, in part, to 
your donations to the American Cancer 
Society. 

AND, LAST YEAR, the Society was able to 
allocate $5,000,000 of your donations to 
research aimed at finding the ultimate 
cure for all cancer. That’s more money 
than ever before. 


MUCH MORE, of course, remains to be done. 
So please make this year’s gift a really 
generous one! 


Cancer 
MAN'S CRUELEST ENEMY 


Strike back—Give 


AMERICAN CANCER SOCIETY 








SETROLEUM INDUSTRY. INDICATORS 


NPN PRICE AVERAGES* 
Refinery /Terminal 


(¢ per gal.) 
Mar.19 Feb.19 Mar.16 
1954 1954 1953 


Gasoline 11.69 4 11.65 
Kerosine 10.57 y 10.17 
Distillate 9.18 ‘ 004 


8.65 
18.81 


well ($ 
per bbl.) 2.82 2.63 


* Weighted average price prin- 
cipal markets. 


OT a Pee ee 
Many PO te! ‘ 


Week 


om) WEEKLY PETROLEUM STATISTICS «arp Ended Feb. 13, Mar. 14, 
1954 1954 1953 

Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 179,583 175,908 160,869 
Distillate fuel oil (thous. bbl.) 65,574 73,754 62,545 
Kerosine (thous. bbl.) 19,020 20,041 18,640 
Residual fuel oil (thous. bbl.) 45,973 45,921 42,284 
Crude oil—B. of M. (thous. bbl.) 263,174 266,103 273,357 

Refinery Activity 
Crude runs to stills (thous. bbl. daily) 6,883 7,030 7,060 
Foreign crude included (thous. bbl. daily) 541 619 638 
% of refinery capacity operated 85.3 87.1 93.1 

Refinery Output 
Gasoline (thous. bbl.) 23,313 24,421 23,147 
Kerosine (thous. bbl.) 2,764 2,843 2,425 
Distillate fuel oil (thous. bbl.) 10,116 10,683 10,544 
Residual fuel oil (thous. bbl.) 8,362 8,499 9,318 

Crude Supply 

U. S. crude oil production (thous. bbl. daily) 6,352 6,221 6,352 
Crude oil imports (thous. bbl. daily) 574 638 741 


Biz) MONTHLY MARKET TRENDS 


Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 49,951 (Jan.) 51,107 53,400 
Exports of crude and refined products (thous. bbl.) 12,047 (Dec.) 11,398 15,529 
Average station gasoline price, ex tax (¢ per gal.) 21.60 (Mar.) 21.81 20.62 
Gasoline consumption (million gal.) 4,104 (Dec.) 3,911 3,863 
Service station building permits (number) 355 (Jan.) 347 243 
Passenger cars—domestic shipments (thous.) 434 (Jan.) 372 435 
Trucks and buses—domestic shipments (thous.) 84 (Jan.) 80 98 
Automative replacement tire shipments (thous.) 3,993 (Jan.) 2,903 4,794 
Replacement battery shipments (thous.) 2,176 (Nov.) 2,825 2,168 
Oil burner shipments (thous.) 45 (Nov.) 60 53 
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SUPPLY AND DEMAND 


Gasoline Stocks Still Rise — For 


the ninth straight week, primary 
gasoline inventories soared to a 
record in the week ended March 
13. Stocks of finished and unfinished 
gasoline tallied 179,583,000 bbl., 
199,000 bbl. more than the week 
previous. Production, however, ta- 
pered off. According to API statis- 
tics, production of gasoline was off 
561,000 bbl. compared with the 
week before. The total produced 
was 23,313,000 bbl. Kerosine and 
distillate fuel oil also declined. But 
residual fuel oil increased 167,000 
bbl. Percentagewise, refining opera- 
tions decreased by 0.9%. 


Foresees Supply Problem — Con- 


cern for the discovery of new sup- 
plies of crude oil sufficient to main- 
tain a proper ratio between total 
reserves and increasing demand 
was voiced by President Paul Enda- 
cott and Chairman K. S. Adams of 
Phillips Petroleum Corp. In their 
annual report they posed this ques- 
tion: In the face of rising costs of 
finding and producing oil, how long 
can the industry continue to fulfill 
increasing needs at today’s prices? 
The report indicates that the com- 
pany’s net earnings were highest in 
its 36-year history, up 2% from 
1952. However, Phillips anticipates 
its 1954 capital expenditures will 
be less than last year. 


Imports Cutback Planned — Re- 


ductions of 10,000 to 12,000 b/d 
in its West Coast imports are plan- 
ned by Standard Oil of California, 
starting this month and continu- 
ing through the second quarter. 
President T. S. Petersen said this 
would bring the import rate down 
to about 23,000 b/d. They had 
been importing into California to 
supplement supplies. But a warm 
winter cut into their anticipated de- 
mand for heating oils. At the same 
time, Mr. Petersen announced the 
company was shutting down about 
6,000 b/d of its heavy crude oil 
production in the state because of 
excessive stocks of heavy residuals. 


Gulf Plant Shuts Down—Because 


of the high inventory situation, the 
Gulf Oil Co. temporarily has closed 
its Fort Worth refinery. It had been 
running considerably under its 8,- 
500-b/d capacity for some time. 


Oil Imports Drop—A 190,500 b/d 


decline in total U.S. imports of 
crude oil and products was reported 
by the API in week ended March 
13, as compared with the previous 
week. Total imports were 923,000 
b/d. 
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National Re-usable Pump Hose Coupling 
Now Streamlined fo fit all pumps 





% Time proven for 7 years on gasoline pumps all over 
the world, without a single failure in service. Now 
streamlined to fit all pumps, including all pumps with 
hose retractors. 


% This new streamlined coupling is fully re-usable, 
easily re-attached. It is entirely free of protrusions and 
sharp edges. Its long, slender body and ferrule provide 
increased hose-gripping surface, reduce hose strain and 
breakage. Holding power exceeds all requirements by 
more than 50%. 


% National Re-usable Couplings are saving Oil Men 
thousands of dollars annually. Your National Hose Dis- 
tributor will be glad to help you get your share of these 
savings. Just give him a call, or drop us a line. 


, National Hose 


DOVER, N. J. 


PREFERRED NATIONALLY 


PROVEN 


s 
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With NEW Dispersant FO 


Sell a better 
Furnace Oil 


Eliminate 
“water” problem 


Se ONE om 8 EE SE 


improve refinery ‘.. 
balance by using more s 
cat-:cracked fuel stocks ; 


A 


Dispersant FO is a new anti-gumming, rust-inhibit- 
ing additive that greatly reduces, even eliminates, 
deposits and screen clogging in home heating units 
and storage tanks. Your product with FO will offer 
dealers many competitive advantages and greatly 
reduce their number of costly service calls due to 
clogged filter screens and nozzles. 

“Water” 


tor, 


is always the big problem for the distribu- 
dealer and home user. The active ingredient in 
FO is an entirely new chemical, dev eloped especially 
for use in furnace oils. NEW DISPERSANT FO 
DOES NOT EMULSIFY WATER WITH BURNER 
OIL. It will settle the water out of burner oils in 
short order to provide a “dry” fuel. 

Furnace oil with FO has exceptional rust-proofing 
properties. Steel and iron surfaces in c ontact w ith the 
oil are made corrosion resistant. The “water layer’ 
of the tanks and lines get protection too. A portion 
of Dispersant FO is wate r extractable, affording rust 
and corrosion protection to that portion of the tank 
not in direct contact with the oil. 


ORONITE CHEMICAL COMPANY 


38 Sansome St., Son Francisco 4, Calif. + Standard Oil Bidg., Los Angeles 15, Calif. 
30 Rockefeller Plaza, New York 20,N.Y. + 600 S. Michigan Ave., Chicago 5, ill. 


Mercantile Securities Building, Dallas 1, Texas 


This new additive improves stability and permits 
the blending of higher percentages of cat-cracked 
stocks without additional gum formation. It im- 
proves refinery balance, and you can cut costs by 
reducing the severity of acid treating of your cat- 
cracked heating stocks. 

The stabilizing action and rust-inhibiting quality 
of Dispersant FO are obtained at very low dosages. 
Usually added in the ratio of 1 pint per 1000 gallons 
of oil stock, at any temperature, prior to shipment 
by tanker, pipe line or truck. 





ORONITE 
CHEMICAL 


COMPANY 
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How Majors See the Supply-Demand Picture 


Generally, the big oil compa- 
nies are confident. 

e They think gasoline stocks 
are not particularly out of line. 

e Stocks of crude oil and 
products other than gasoline are 
pretty much in balance. 

e Imports of crude oil and 
products this year will be at 
about the same rate as in 1953. 

These prospects were gleaned 
from a questionnaire sent out by 
the Texas Railroad Commission 
and from oil company repre- 
sentatives attending the commis- 
sion hearing in Austin on April 
allowables. 

After an analysis of the crude oil 
and gasoline stocks reports, the com- 
mission increased Texas oil allowables 
to 3,104,568 b/d for April. This is a 
rise of 73,205 b/d from the March 13 
level. The new order is based on 18 
days’ operation for fields generally. 

In addition to the data compiled 
from the questionnaire on pertinent 
questions of supply and demand, oil 
company representatives at the prora- 
tion hearing provided figures on gaso- 
line supply. Total stocks on hand were 
reported in terms of day’s supply plus 
available stocks, minus working stocks 
and line fill, together with specific 


remarks. The comments generally 
were indicative of a stable condition. 

Split on Production Days—Both 
Shell and Sun Oil recommended that 
the Texas oil production for April be 
set at 19 days. This would have been 
a 196,124-b/d increase. Atlantic, 
Magnolia, Gulf and Sinclair favored 
the adopted 18-day plan. A 17-day 
schedule, decreasing production by 
49,713 b/d, was suggested by The 
Texas Co., Humble, Phillips, Conti- 
nental, Stanolind and Tide Water As- 
sociated. 

Moreover, Sun Oil reported that it 
is having to buy oil now outside its 
customary sources and that purchases 
are “not made wholly in Texas.” 

Gasoline Not a Burden—Comment- 
ing on the findings, Ernest O. Thomp- 
son, commission chairman, observed 
that “crude stocks are at, or a little 
below what most folks think they 
should be.” As to gasoline stocks, he 
said that April is a transitional month 
with about 6 million bbl. of gasoline 
reduced in storage. (For week ended 
March 13, API reports 179,583,000 
bbl. of finished and unfinished gaso- 
line in stock.) 

“We can expect likewise this year 
a 4% to 5% increase in business.” 

“This confirms that we are not run- 


ning out our ears with gasoline. As 
had been thought . . . it looks like 
we're in a firm position. Nobody is 
particularly overburdened with gaso- 
line,” he said. 

Predict Demand Rise—Mr. Thomp- 
son’s optimistic outlook also reflected 
major oil company response to the 
commission’s question: “Do you ex- 
pect an increase in U.S. domestic de- 
mand for petroleum in 1954? If so, 
please estimate what your study re- 
flects percentagewise.” Their predic- 
tions ranged from 2.0% to 5.5%: 

Atlantic Refining 5.1% 

Cities Service 4.0 

Continental Oil 2.0 

Eastern States 4.0 

Gulf Oil 5.0 

Humble Oil & Refining  3.0-4.0 

Magnolia Petroleum 

Phillips Petroleum 

Shell Oil 

Sinclair Oil 

Socony-Vacuum 

Standard Oil of Cal. J 

Standard Oil Co. (Ind.) 4.0 

Standard Oil Co. (NJ) 4.0 

Sun Oil 4.0 

The Texas Co. 4.0-5.0 

Tide Water Associated 4.0 

Imports Steady—tiIn reply to the 
commission’s question regarding im- 





MAJOR OIL COMPANIES REPLY TO TEXAS RAILROAD COMMISSION QUESTION— 


“‘What do you consider ample stocks in the U. S.?” 


(millions of bbl.) 


Gasoline Kerosine Distillate Residual 
Company 5/1/54 11/1/54 5/1/54 11/1/54 5/1/54 11/1/54 5/1/54 11/1/54 
Atlantic Refining . 152. 124. 17. 38 59. 142. 38. 52. 
Cities Service 160. 130. 20. 35. 60. 135. 40. 50. 
Continental Oil 150.-155 125.-130 19.-20 33.-34 57.-62 130.-135 38.-40 48.-54 
Eastern States 155. 115. 17.5 35. 60. 120. 40. 55. 
Gulf Oil 160. 125. ss ° 65.* be Mg 40. > J 
Humble Oil & Refining 157.-167 125.-135 18.-20 33.-37 54.-58 125.-135 34.-40 45.51 
Magnolia Petroleum 160. 131. 17. 35. 56. 141. 38. 50. 
Phillips Petroleum 166. 136. 19. 37. 56. 132. 38. 50. 
Shell Oil 153.-158 125.-130 18.-19 35.37 55.-60 133.-138 40.-45 53.-58 
Sinclair Oil 154.-156 132.-134 18.-20 36.-38 60.-62 132.-134 36.-38 48.-50 
Socony-Vacuum 160. 131. 17. 35. 56. 141. 38. 50. 
Standard Oil Of California 155. 130. 20. 30. 55. 130. 40. 50. 
Standard Oil (Indiana) ‘ 135. 20. 40. 60. 135. 40. 52. 
Standard Oil (New Jersey) 125.-130 18.-20 36.-39 55.-60 130.-135 35.-37 49.-52 
Sun Oil a 132. 20. 36. 62. 130. 40. 56. 
The Texas Co. ; 125. 21.5 35. 55. 135. 36. 50. 
Tide Water Associated 50. 124. 18. 35. Fee 130. 40. 50. 
Actual Reported stocks (179.) (19.5) (69.) (46.) 
Bureau of Mines (2-27-54) 
* (Kerosine, Light Burning Oils, Diesel Fuels Combined.) 
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ports of products, most importing 
companies indicated imports of both 
crude and products would be about 
the same level as last year. 

The 18 reporting companies totaled 


an average on the East Coast of 
592,243 b/d in crude imports and 
63,784 b/d on the West Coast. Total 
product imports coming in the East 
Coast tallied 254,797 b/d. 


GASOLINE DAY’S SUPPLY REPORTS 
TO THE TEXAS RAILROAD COMMISSION 


Total 
Stocks 
Company on Hand 


Atlantic Refining 42 days 
Cities Service 50 18 
Continental Oil 38 (revised). 22 
Eastern States 50 


Gulf Oil 38 


Humble Oil & 
Refining 38 


Magnolia Petroleum _ none 
reported 


Phillips Petroleum 58 


Shell Oil 
(East of Rockies) 59 
(Pacific Coast) 


Sinclair Refining 


Socony-Vacuum 


Standard Oil Co. 
(N.J.) 


Sun Oil 


The Texas Co. 60 
Standard Oil Co. none 
(Ind.) reported 


all of total 


Available 
Stocks 


9 days 


Remarks 
“Not overburdened” 
no comment 
no comment 


28 of total 


This is considered about 10% 
too high, but would be reduced 
to 5% too much by subtracting 
expected business increase. 


“Is plenty” 


“About right . . . Too much gas- 
oline? I'd like to know where it 
is myself.” Fred Moore, Dallas 


no comment 
}"Not overburdened” 


to have at the moment but not 


“More gasoline than we'd like 
overburdened.” 


... Satisfactory” 


no comment 


a little bit short. We anticipate 


“Very comfortable. If anything 
an increase in business.” 


.... Is normal” 


“Is comfortable” 





‘Detroit Case’ Petition 
Seen Asking Review 


Indications are that Standard Oil 
Co. (Indiana) will file a petition be- 
fore May 15 for reconsideration of the 
“Detroit Case” by the Federal Trade 
Commission. The company has been 
given until that date to take its next 
step in the matter. 

The company originally had only 
until March 19 to report compliance 
with the 1953 FTC order affecting 
pricing arrangements with certain of 
its customers, but FTC has agreed 
“informally” to withhold action. 

The company emphasized that it 
did not ask an extension of the com- 
pliance deadline, because in its opinion 
the FTC order is not valid and there- 
fore no compliance deadline estab- 
lished by the order is valid. But the 
company did seek assurance that it 


14 


will be given time in which to submit 
its proposed petition. 

FTC said that “under the circum- 
stances” the commission “contem- 
plates” initiating no further “adverse” 
action before May 15. 

The March 19 compliance deadline 
resulted from the fact that when the 
Circuit Court of Appeals in Chicago 
returned the case to FTC on Jan. 19, 
that ~ut the order into effect—as far 
as .1@ COMmission is concerned—and 
automatically set up a period of 60 
days in which the company must file 
a compliance report. 

It is considered virtually certain that 
at least two jobber groups will file peti- 
tions asking “clarification” of the FTC 
order. But Washington observers feel 
it is unlikely those petitions will be 
filed before Indiana Standard has 
acted, because the company is the 
principal party concerned. 


U. S. Oil Reserves 
At All Time High 


For every barrel of oil withdrawn 
from the ground last year, the oil 
industry found 1% bbl. in reserve. 

Despite the highest production rates 
in history, proved reserves of crude oil 
and natural gas increased 1.4 billion 
bbl. net in 1953. This swells the total 
to 34.3 billion bbl. 

In a joint report, the American 
Petroleum Institute and the American 
Gas Assn. released the figures that 
crude oil reserves alone showed a net 
increase of 984 million bbl., expand- 
ing to 28.9 billion bbl., as of Dec. 31, 
1953. 

Natural gas liquids reserves rose 
441 million bbl. to 5.4 billion. And 
during the same period, natural gas 
reserves gained 11.7 trillion cu. ft. 
This addition brings the natural gas 
reserves tally to a total of 211.4 tril- 
lion cu. ft. 

Additions to the country’s proved 
reserves were accomplished in the face 
of record-breaking withdrawals of oil 
and gas in 1953. Production of liquid 
petroleum (crude oil and natural gas 
liquids) was estimated at 2.6 billion 
bbl. An increase of 73 million bbl. 
was thus registered over the 1952 
production. 

Canadian Reserves Grow—Report- 
ing through the API, the Canadian 
Petroleum Assn. estimated the total 
proved reserves of liquid hydrocarbons 
in western Canada as 2,043,548,000 
bbl. as of Dec. 31, 1953. Crude oil 
reserves tallied 1,845,422,000 bbl. 
this was 165,913,000 bbl. more than 
in 1952. 

Natural gas liquids totaled 198,- 
126,000 bbl., a change of 132,752,000 
bbl. from 1952. All natural gas liquids 
are located in Alberta. 

Much Oil Untapped — The joint 
API-AGA report covers new dis- 
coveries, revisions of previous esti- 
mates and extensions of known pools. 
The reserves represent known supplies, 
the location and extent of which have 
been established by continuous drilling 
programs. 

The estimates do not include: (1) oil 
(liquid hydrocarbons) under the un- 
proved portions of partly developed 
fields, (2) oil in untested prospects, 
(3) oil that may be present in unknown 
prospects in regions believed to be 
generally favorable, (4) oil that may 
become available by fluid injection 
methods from fields where such meth- 
ods have not yet been applied, (5) oil 
that may become available through 
chemical processing of natural gas, 
and (6) oil that can be made from oil 
shale, coal, or other substitute sources. 
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Two Unions Hesitate At Merger 


Two strong unions are taking 
a hesitant attitude toward affilia- 
tion with the proposed Oil and 
Chemical Workers International 
Union. 

One has adopted a “wait and 
see” attitude and in the other, a 
powerful local is sounding out 
antimerger feeling. 

Independent Union of Petroleum 
Workers is watching developments and 
discussing its own position, according 
to R. S. Tilton, interim national rep- 
resentative. 

The union, headquartered in Los 
Angeles, claims to represent 7,000 oil 
workers in California and Salt Lake 
City, mostly employes of Standard of 
California and Union Oil. 

Meanwhile, Local 100 of Centra! 
States Petroleum Union is exploring 
among other CSPU locals for anti- 
affiliation sentiment, with a possibility 
of consolidating other unions into a 
larger independent group. 

While indications are that response 
so far has been lagging, it is believed 
the matter will come to a head at a 
board of governors meeting scheduled 
for March 26 at the Midland Hotel 
in Chicago. 

The letter of inquiry was sent out to 
heads of all Standard of Indiana refin- 
ery locals over the signature of the 
board of directors for Local 100. 
Union sources say the letter actually 
represents a degree of internal strife 
within the local itself under its new 
president, Joseph J. McKenna, who 
became president of Whiting refinery’s 
6,000-member group on retirement of 
Harry Fallin. 

Since then, the sources continue, 
dissatisfaction among the local’s sales 
groups also has come to the fore. It 
is said that this group became discon- 
tented with its representation follow- 
ing a refinery strike two years ago 
and has been interested in other rep- 
resentation ever since. 

But according to insiders, the big 
question is whether Mr. McKenna can 
swing Locai 100’s membership away 
from the proposed OCWIU and even 
away from control by Central States 
National. 

The Whiting group, it was disclosed, 
is under suspension from the national 
for nonpayment of its 50¢ per capita 
dues, held up by Mr. McKenna be- 
cause he claims the local’s size calls 
for proportionately smaller payment. 
But the local has until April 20 to 
reinstate itself. 


* Local 100’s letter to executive 
boards of Standard of Indiana refinery 
locals reads in part: 

“... After very earnest discussion 
and consideration, the board of di- 
rectors of Local 100 has arrived at 
the conclusion that the Independent 
Locals should have a strong affiliation 
amongst the refineries. It is this local’s 
belief that the refinery and sales 
groups are not doing either group 
justice by being together in the same 
union, as our interests are entirely 
different. 

“The board of directors of Local 
100 feels that the refinery locals in 
the Standard Oil Co. should unite in 
a strong democratic organization, 
hence organizing other independent 
unions (that we possibly can) into one 
large independent organization.” 


First Gasoline Cargo 
Exported by Canada 


The first Canadian gasoline to be 
exported—4.5 million gal. of it—left 
Vancouver, B.C., last week aboard 
the steamship Stanvak Durban, bound 
for Yokohama, Japan. 

Imperial Oil Co., which made the 
shipment, said it hopes this is the be- 
ginning of development of an export 
market for Canadian petroleum prod- 
ucts. The gasoline will be paid for in 
U.S. dollars, which will further in- 
crease Canada’s fund of foreign 
exchange. 

A spokesman for the company told 
NATIONAL PETROLEUM News the ex- 
port of gasoline to Japan was made 
possible by doubling in capacity of 
the Ioco refinery at Port Moody, near 
Vancouver, and the assured supply of 
Alberta crude through the Trans 
Mountain Pipe Line Co. 

Prior to delivery of Canadian crude 
by pipe line last fall, British Columbia 
obtained crude oil and some finished 
products, including gasoline, from 
California. 

loco stated that the tanker /mperial 
Edmonton, transferred last month 
from Vancouver to East Coast duty, 
will arrive back in Vancouver soon to 
take on a cargo of blending stocks for 
Halifax. 

When operating to meet the British 
Columbia demand for heating oils, 
Ioco produces enough of these blend- 
ing stocks to make shipments outside 
the province. They will be used at 
Halifax in production of finshed gaso- 
line and will displace similar blending 
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stocks usually imported from the 
Caribbean area, saving more U.S. 
dollars. 

It is possible, the company stated, 
that similar shipments may take place 
from time to time until completion of 
Imperial’s new refinery at Halifax, 
expected sometime in 1956. 


Fewer Stations Called 
Good Marketing Sign 


The trend toward larger and fewer 
service stations is a healthy one. 

This is the contention of S. H. Elli- 
ott, vice president in charge of sales 
for Standard Oil (Ohio), who spoke 
last week at the annual meeting of 
the Ohio Petroleum Marketers Assn. 

He said Bureau of Public Roads 
data show there were about 54,000 
fewer stations in 1952 than in 1939 
when there were 242,000. 

At the same time, he pointed out, 
gasoline volume has increased. In 
1939 stations averaged about 70,000 
gal. per year compared with more 
than 160,000 gal. per year in 1952. 

These figures, he said, do not seem 
to support claims that too many sta- 
tions are being built. He added that last 
year 39 of 100 new dealers Sohio ac- 
quired represented new stations built 
with the money or credit of individuals. 

He said that in Ohio there are 16 
so-called private brand companies op- 
erating almost 500 stations that they 
have built with their own money and 
their own credit. 


Gasoline Tax Bill 
Fails in Virginia 

A bill to increase the state gasoline 
tax by 1¢ (to 7¢ a gal.) died in the 
Senate Finance Committee as _ the 
Virginia legislature recessed. 

Other bills affecting oil men—to 
increase the Diesel fuel tax by 2¢ gal., 
to impose weight-distance tax on 
trucks, to abolish reciprocity on 2% 
gross receipts tax on motor carriers, 
and to automatically increase the state 
gasoline tax 1¢ if the federal gasoline 
tax were repealed—were killed. 

Bills were passed to create a state 
turnpike authority to build and operate 
a toll road connecting the West Vir- 
ginia turnpike to a proposed north- 
south route through North Carolina, 
and to establish a Richmond-to-Peters- 
burg toll road authority. 

No provisions for brand choice were 
made in the first act and the second 
does not permit any business facilities. 
Measures to amend the special fuels 
tax act and to require out-of-state 
private motor carriers to pay Virginia 
motor fuel taxes also were passed. 


15 





Woman Wins Brand Names Award 


For the first time in the history 
of the contest, a woman has been 
named Brand Name Retailer-of- 
the-Year. 

She is Mrs. Carmen M. Walker, 
of Walker’s Esso Servicenter, 
New Iberia, La. Mrs. Walker won 
the top award in the gasoline 
service station field for outstand- 
ing presentation of manufactur- 
ers’ advertised brands to the pub- 
lie during 1953. 

Mother of three children, Mrs. 
Walker took over management of the 
station at the death of her husband, 
entering a field where few women 
have ventured. 

The plaque she will receive from 
Brand Names Foundation, Inc., at the 
Brand Names Day dinner April 28 
attests to her success. 

Mrs. Walker has kept the Esso 
brand names before the public through 
the dealer aids provided by her sup- 
plier and by her service in the 22,000- 
population community. 

She has taken advantage of the 
employe training courses offered by 
Esso and both she and her employes 
attended lubrication school. 

Mrs. Walker found employe incen- 
tive plans increased profits, so she 
gives commissions based on competi- 
tive selling of tires, antifreeze, and ac- 
cessories throughout the year. 

During the Atlas tire trading cam- 
paign gallonage at the station rose 
above normal. 

Every Saturday Mrs. Walker runs 
a newspaper advertisement offering 
free gasoline to customers who cor- 
rectly guess the amount needed to fill 
their tanks. Customers enjoy the guess- 
ing game, she said, and wait in line to 
get to the pumps. 

Newspaper ads, ads in school and 
local theater programs, radio spots 
and special programs, and direct mail 
advertising were used to keep the name 
of Walker’s Esso Servicenter before 
the public. 

Mrs. Walker and “her boys” all 
wear uniforms bearing the Esso brand 
name as well as their own names. All 
equipment at the station carries the 
Esso name. Even the table top on the 
patio of her home is made from the 
Esso oval. 

Last spring she won Esso’s spring 
clean-up contest for dealers in the 
area including several surrounding 
towns. Mrs. Walker gave the cash 
bonus she received to her employes. 

During the three-day Sugar Cane 
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Festival held in September, Mrs. 
Walker and her employes dressed as 
farmers in keeping with Farmers’ Day, 
and exhibited two live calves in front 
of the station. She closed the station 
the last two days of the festival, when 
there are six parades, to give custom- 
ers and visitors a place to park. She 
also helped the Parent-Teachers’ Assn. 
with their concession stand in front of 
the station. 

Every out-of-state car coming into 
the station receives a pamphlet telling 
of the interesting points around New 
Iberia. 

Window displays are changed every 
month. During Oil Progress Week the 
Oil Industry Information Committee 
used the station window to display a 
miniature oil derrick and samples of 
crude oil. 

Mrs. Walker is city chairman of 
the Girl Scouts, and for three months 
last year gave a daily five-minute radio 
talk on scouting over the local radio 
station. She has helped the Girl Scouts 
in New Iberia grow from a handful of 
girls to a city-wide movement. 

She is on the board of directors of 
the Community Chest, is president of 
Mount Carmel High School Alumni, 
heads the OIIC in the area including 
Iberia, St. Mary, and St. Martin Par- 
ishes, and is a member of the New 
Iberia Chamber of Commerce. 

Runners-up and winners of Brand 
Names Foundation Certificates of Dis- 
tinction are Lott’s Atlantic Service, 
Morristown, N. J.; Hyde Park Sohio 
Service, Cincinnati, Ohio; Pierceall’s 
Standard Service, Colorado Springs, 
Colo.; and Joe Hartnett’s Atlantic 
Service Station, Philadelphia, Pa. 


Rhode Island Dealers 
Fight Controls Bills 


Laws sought by a group of gasoline 
retailers that would subject the oil in- 
dustry in Rhode Island to control by 
the state’s public utilities division, 
has touched off a series of meetings 
to acquaint dealers with the difficul- 
ties they would face if the proposals 
become law. 

Truckers and taxicab operators 
have come forward at these meetings 
to tell something of their costs and 
their troubles with red tape under 
public utility control. 

One result has been that scores of 
dealers have signed petitions opposing 
the bills, S. 154 and S. 204. Also, 


many have written or telephoned pro- 
tests to their local state legislators. 

Among the eventualities being 
pointed out, if the proposals become 
law, are the following: 

No oil establishment could open, 
continue to exist, or close without 
permission of the state’s Division of 
Public Utilities. 

Such approval is subject to de- 
tailed and time-consuming procedure, 
often. requiring employment of law- 
yers. 

Marketers at all levels would have 
to file schedules of prices to be 
charged for every item and service 
sold; in any event, they would wait 
probably 30 days for effective dates. 

If schedules were allowed, they 
couldn’t be changed except by the 
same procedure. 

The division could assign market 
areas, and thus, in effect, say who 
must buy product from whom. 

It would determine the permissible 
rate of return on investments, per- 
haps by areas, thus setting it so low 
that small establishments would suffer. 

Storage and transportation facili- 
ties would be subject to similar strict 
regulation. 


Wide Expansion Seen 
In Toll Road Network 


Commerce Undersecretary (for 
transportation) Robert B. Murray, Jr.’s 
estimate of the nation’s potential toll 
road facilities promises a wide area for 
service station expansion. 

Mr. Murray, in disclosing details 
on the Commerce Department’s re- 
cently completed study of toll road 
economic potentials, told the National 
Defense Transportation Assn. in Wash- 
ington that about 8,000 miles of routes 
“are potentially suitable for develop- 
ment as toll facilities.” 

This is in addition to the 2,000 miles 
of toll roads already in operation or 
under construction in the interstate 
system. 

Mr. Murray said that about one- 
third of rural mileage on the interstate 
system probably could be operated as 
toll facilities and be entirely self- 
liquidating. 

Total toll road development since 
1948, costing approximately $2. bil- 
lion, has contributed significantly to 
the correction of interstate deficiencies, 
Mr. Murray said. 

This expenditure represents about 


_ one-sixth of the $11 billion estimated 


in 1948 to be required for correcting 
those deficiencies. Mr. Murray said 
though these toll roads represent only 
5% of the interstate system, they cover 
some of the most costly construction. 
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INDUSTRY BRIEFS 


TEL Prices Cut—Both Ethyl Corp. and 
DuPont Co. reduced tetraethyl lead 
prices last week. Ethyl dropped from 
63.5¢ to 62.29¢ lb. of TEL content 
for motor mix and from 69.4¢ to 
68.2¢ lb. for aviation mix. DuPont's 
reduction of 1.2¢ lb. for TEL brings 
prices to 38.3¢ lb. for motor mix 
compound and 41.8¢ lb. for aviation 
mix compound. 





‘Circus’ Signs Ruled Legal — Giant 
price signs are now legal at New Jer- 
sey service stations, according to a 
ruling handed down last week in 
Trenton. In a test suit filed by Sun Oil 
Co., Superior Court Judge Thomas C. 
Schettino ruled New Jersey’s 1952 law 
limiting the size of price signs was 
unconstitutional. 


Credit Company Bankrupt—National 
Credit Card, Inc., filed a petition for 
voluntary bankruptcy in the Federal 
District Court in Portland, Ore., this 
week, listing liabilities of $966,389 
and assets of $750,187, which include 
“debts on open accounts” of card- 
holders totaling $682,629, according 
to President E. L. Mays. 


Won't Fair Trade ‘Gas’ in N. J.—The 
New Jersey division office of Esso 
Standard has sent letters to its dealers 
in the state advising them that the 
company will not establish fair trade 
retail prices on Esso and Esso Extra 
motor fuels. 


Sinclair Expands at East Chicago— 
A catalytic reformer with a charge 
capacity of 16,000 b/d will be in- 
stalled at Sinclair’s East Chicago, Ind., 
refinery by early 1955. It will employ 
a platinum catalyst developed by Sin- 
clair Research Laboratories and Baker 
& Co. 


Films Promote Dealers — The Texas 
Co. is having 26 movie shorts made 
for dealers to exhibit in local movie 
theaters. Two thirds of. each film is 
devoted to selling dealer’s services and 
the rest to the dealer’s name and ad- 
dress. The dealer’s only cost is paying 
exhibitors for showing the film. 


Gilcrease Refinery Opens—The old 
Gilcrease Oil Co. refinery in New 
Orleans has been revamped and started 
back into operation by the Ingram Oil 
& Refining Co. Ingram has installed 
a catalytic cracker, and gas concentra- 
tion and polymerization units. When 
the refinery is back on full stream, 
Ingram expects to process 7,000 b/d 
of crude. Most of the refined products 
will go through Ingram’s own outlets. 


STORAGE 


Secondary Stocks Off in January 


Secondary inventories of the 
four principal petroleum prod- 
ucts, as of Jan. 31, 1954, were 
6% below the level a year ago. 

The level at the end of Janu- 
ary had also dropped 2% below 
the previous month. This was a 
decline of 1.2 million bbl. in 
secondary stocks throughout the 
country. 


The greatest stock decrease was in 
distillate fuel. Distillate inventories 
slid 9% (1.8 million bbl.) from the 
level a month earlier, and were down 
11% (2.1 million bbl.) from a year 
ago. 

Gasoline is the only one of the four 


products that showed a stock increase 
at the end of January. This was 5% 
increase over the previous month’s 
stocks, but gasoline stocks were still 
below last year’s level by 4%. 

Secondary storage capacity totaled 
84.9 million bbl. in Districts 1, 2, 3 
and 4 of the Petroleum Administration 
for Defense. 

Secondary stocks filled 55% of this 
storage capacity on Jan. 31, 1954, as 
compared with 59% a year ago. 

Total secondary storage capacity 
was being used as follows at the end 
of January, 1954: 30.7 million bbl. 
for gasoline; 13.0 million for kerosine; 
30.3 million for distillates; and 10.9 
million for residual fuels. 


Census Report on Secondary Stocks, Storage Capacity 
(Figures in thousands of bbl.) 


PAD I 


Total 
Gasoline 
Kerosine 
Distillate ... 
Residual . 


PAD Il 


Total 
Gasoline 
Kerosine 
Distillate ... 
Residual . 


PAD Ill 


Total 
Gasoline 
Kerosine 
Distillate ... 
Residual 


PAD IV 


Total 
Gasoline 
Kerosine 
Distillate . .. 
Residual 


Bulk Storage 
Jan. 31, Dec. 31, Jan. 31, Capacity 

1954 1953 1953 Oct.31,1953 
21,876 22,752 23,777 38,319 
§,241 5,028 5,788 8,997 
2,781 3,157 2,854 §,214 
9,123 10,534 10,540 16,786 
4,731 4,224 4,595 7,322 
18,726 19,231 20,258 36,187 
8,372 7,990 8,867 15,854 
3,294 3,424 3,320 6,199 
5,805 6,211 6,432 11,445 
1,255 1,606 1,639 2,689 
4,127 4,136 4,285 8,013 
2,666 2,441 2,502 4,321 
598 587 671 1,258 
663 770 878 1,617 
200 338 234 817 
1,645 1,497 1,530 2,721 
1,042 924 902 1,624 
100 89 99 185 
497 479 523 897 
6 5 6 15 











“GASILE” Steel Pump Islands 
(Trade-mark registered and Patent Pending) 
Save installation costs—stays neat & attractive for years—write for information or prices 
W. B. GOODE COMPANY 
2915 W. Leigh St., Richmond 21, Virginia 








March 24, 1954 + NATIONAL PETROLEUM NEWS 





17 





PUBLIC RELATIONS 


OIL INDUSTRY IS BLAMED FOR | 


SMOG 


FAST REBUTTAL by oil men in the Los Angeles 
Basin is aimed at getting facts to the public 


to refute 


ACCUSATIONS that hydrocarbons released into 
the air by oil refineries, storage tanks and 
stations are a main cause of smog. Such 
charges are causing 


DAMAGE TO OIL in the form of high costs for 
corrective equipment, the threat of restric- 
tive ordinances, and the loss of good will 


OIL’S CHAMPION—Felix Chappellet, of Western Oil and Gas 


Assn. He has fast answer for false attacks 


What Is Smog? 


The word “smog” (a contraction 
of “smoke” and “fog”) is a mis- 
nomer. Smog occurs in the absence 
of smoke or fog. It is a mass of 
foul air, varying in color from blue 
to dark gray, with occasional tinges 
of yellow. 


Los Angeles smog usually occurs 
when the weather is warm, and 
humidity and atmospheric pressure 
are high. Because the city is hem- 
med in by mountains on three sides, 
forming a natural basin, a mass of 
warm air settling over the city is 
able to trap all the air below. At- 
mospheric pollutants are unable to 
rise. These are a complex mixture 
of gases, solid particles and liquid 
droplets, comprising more than 50 
different pollutants. 


Some smog sources are the many 
industrial plants, 2 million motor 
vehicles and 1.5 million backyard 
incinerators in the Los Angeles 
- Basin. A prevalent theory has been 
that unsaturated hydrocarbons are 
a main ingredient. That has put the 
finger on the oil industry. But no 
one is sure. Millions have been 
spent on research into the causes 
of smog. And the answer still isn’t 
known. 
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How Oil Industry Fights 


It was the same old story at a 
Los Angeles City Council meet- 
ing earlier this month. The oil 
industry was again being accused 
of being the main cause of the 
city’s smog. 

Firing criticism at the industry 
was a persistent critic of oil— 
Warren Dorn, chairman of the 
smog committee of the League of 
California Cities. He told the 
council he considered the oil in- 
dustry one of the big smog of- 
fenders. Then he sat down. 

Up rose Felix Chappellet, acting 
general manager of the Western Oil 
and Gas Assn. He had hurried over 
to City Hall after learning Mr. Dorn 
would address the council. 

Said Mr. Chappellet flatly, “The 
petroleum industry is tired of being 
the whipping boy. I just can’t let some 
of those remarks by Dorn go unchal- 
lenged. He would give you the im- 
pression that the oil companies are 
the major cause of trouble, whereas 
competent research shows this is not 
the case.” 

Mr. Chappellet set forth two points, 
basis of the industry’s defense: 

1. Hydrocarbons constitute a 
small portion of total air pollu- 
tion. 

2. The industry’s share of 
hydrocarbons is very small. 


NATIONAL PETROLEUM NEWS * 


This was the first time an industry 
representative had met an attack with 
a direct counterattack—except for 
formal discussions. The industry’s 
policy has been to ignore charges, or 
to issue belated replies. 

Mr. Chappellet was carrying out 
the new industry policy of defending 
itself with the aggressive vigor of its 
enemies, critics, and countless civic 
leaders, scientists and politicians who 
have taken an active part in the smog 
problem—the most publicized issue in 
Los Angeles today. 

Like sin, everyone is against smog. 
The problem becomes intensely ag- 
gravating because smog defies solution. 
Some politicians have already seized 
upon it as a means of getting publicity 
and an issue on which to campaign. 
One poster reads, “Elect Debs—Your 
solution to air pollution.” 

This means that any smog con- 
tributors will be targets, and the most 
indefensible ones will be subjected to 
the heaviest attack. 

Industrywide Problem — The Los 
Angeles case can be an object lesson 
to the whole industry. Air pollution 
can occur in almost any built-up 
metropolitan area. And the oil indus- 
try may well be blamed—rightly or 
wrongly. 

In St. Paul, Minn., a $232,000 
damage suit was recently filed against 
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LOS ANGELES SMOG cuts visibility to 50 feet at worst periods. It has offensive odor, causes eye-irritation, throat-burning and head- 
aches. It also damages crops and cracks rubber 


Smear of Its Good Name 


the Northwestern Refining Co. Twenty- 
nine residents alleged that smoke, 
fumes and gaseous odors from the 
plant are damaging property and home 
furnishings. They asked for a cease 
and desist order, plus $8,000 each. 

The industry’s two most sensitive 
areas have been affected—its reputa- 
tion and its pocketbook. In Los An- 
geles, the industry is faced with a 
gigantic public relations program to 
repair its reputation. As a community 
responsibility, the industry has spent 
some $17 million on corrective equip- 
ment and research. 

But the industry is beginning to 
realize it has a long way to go in 
public relations. 

For example, the companies in Los 
Angeles Basin were given until Feb. 1 
to install floating roofs on cracked 
stocks storage tanks of more than 
10,000-bbl. capacity. Three compa- 
nies were in complete compliance. 
But seven were not. Another bar- 
rage of criticism was leveled at the 
industry. 

“The non-complying companies did 
the industry much harm,” laments an 
industry leader. “They have known 
about the deadline for 10 months; 
yet they didn’t make it. You can’t 
justify your position with excuses. 
You can’t talk public relations. You’ve 
got to live public relations. The indus- 


try will be indefensible until we get 
that through our skulls.” 


ATTACK ON OIL 

The swelling outcry poses a threat. 
Here are some of the actions proposed 
in recent months. 

e A moratorium on oil refinery 
construction. If that is not feasible, 
available air space should be rationed, 
so various oil companies would stagger 
their operations for minimum refinery 
output and gasoline distribution dur- 
ing bad smog periods. 

e A request that refineries be com- 
pelled to shut down when smog oc- 
curs. Also a suggestion that refineries 
be shut down to see whether they 
cause smog. 

e A resolution that Los Angeles 
Basin refiners be compelled to revert 
to pre-World War II methods of refin- 
ing and cracking gasoline. (A top 
industry executive snorted, “What 
they’re saying is—let’s go back to the 
horse and buggy days.”) 

e A Pasadena threat to sue the 
seven major oil refiners to halt opera- 
tions that allegedly make smog. 

These proposals are extreme, but 
they reflect public indignation. Re- 
peated demands are voiced, asking 
authorities to “get tough” with the oil 
companies. 

Controls Blueprint — As it is, a 
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quasi-official state committee has sub- 
mitted a list of seven anti-smog recom- 
mendations, five of which directly 
affect the industry: 

1. All open skimming ponds, sepa- 
rators, sumps and sewers associated 
with the production and refining of 
oil shall be prohibited. 

2. Gasoline transfers involving mo- 
bile carriers shall be prohibited unless 
satisfactory means are provided for 
preventing the escape of vapors to the 
atmosphere. 

3. The problem of spillage and loss 
of volatile hydrocarbons at service 
stations shall receive immediate atten- 
tion, to the end that suitable equip- 
ment and procedures for controlling 
this source of air pollution are put 
into use at an early date. 

4. The feasibility of reducing or 
relocating existing facilities and -cur- 
tailing future expansion of air-pollut- 
ing industries, such as oil refining, shall 
be actively investigated. 

5. Large motor vehicles, particu- 
larly buses and trucks, shall be re- 
quired to use liquified petroleum gas 
or an equally satisfactory means for 
abating noxious exhaust fumes as 
rapidly as possible. 

6. Enforceable regulations for the 
control of obviously offensive fumes 
from automobile exhausts shall be 
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immediately established and enforced. 

7. Systems for the collection and 
disposal of all combustible rubbish 
shall be established promptly, and 
local burning shall thereafter be pro- 
hibited. 

Before the recommendations be- 
come mandatory, it is necessary for 
the Los Angeles County Board of 
Supervisors to adopt them as regula- 
tions. No action has been taken on 
them yet. 


THE OIL DEFENSE 


The industry’s new attitude took 
shape in February when P. S. Mag- 
ruder, new chairman of the smoke 
and fumes committee of the Western 
Oil and Gas Assn., and executive vice 





president of General Petroleum Corp., 
testified at a joint California state 
assembly hearing. His testimony forms 
the basis of the industry’s defense, 
voiced by Mr. Chappellet in the city 
council. 

Mr. Magruder made these claims: 

e The oil industry’s hydrocarbon 
contribution to the one million tons 
of polluted air estimated to be in the 
Los Angeles Basin atmosphere daily 
is small—only 315 tons. 

e The role of the hydrocarbon in 
pollution has been overemphasized. 
The industry’s responsibility for “con- 
trollable” hydrocarbons is limited. 

e Present smog control laws are 
adequate. 

Mr. Magruder said the production, 
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THAN COMPARABLE COUPLINGS! 


New Flexiflange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


manufacture, distribution, marketing 
and combustion of oil products release 
only 1,325 tons of hydrocarbons to 
the million tons of polluted air. Of 
that amount, he said, oil refineries 
contribute 212 tons, including storage 
of crude oil and products. Marketing 
operations contribute 46.5 tons; pro- 
ducing operations, 42 tons; filling cars 
at service stations, 15 tons; evapora- 
tion from automobile tanks and car- 
buretors, 160 tons; and motor vehicle 
exhausts, 850 tons. 

Mr. Magruder said, “You will note 
that the oil industry, within its con- 
trollable operations, currently emits 
315 tons of hydrocarbons, against 850 
tons from automobile exhausts and 
160 tons from automobile evapora- 
tion.” 

He continued, “The oil industry is 
not convinced that hydrocarbons from 
gasoline production and automobile 
exhausts are the principal source of 
smog eye irritations and crop damage. 

“We believe there may be other 
acids and combinations that do the 
same things. So we feel continued 
smog research is necessary. The oil 
industry has spent much and will con- 
tinue to provide money and train men 
to carry its share of the burden. 

“Shutting down the refineries in the 
Los Angeles area even for a few days,” 
Mr. Magruder declared, “would be 
too drastic and would prove nothing 
about smog. If we shut down refin- 
eries, it means you shut down the oil 
wells at the end of the line. In some 
cases, it would take two weeks to get 


the refineries started again. We are 
hard-pressed to supply the people with 
our product. Even a one-day shutdown 
would cause a serious condition.” 

Asked whether control should be by 
county, state or area, Mr. Magruder 
said, “County control is adequate. The 
oil industry has had an opportunity to 
test the air pollution control district 
operation. We think that their opera- 
tion is satisfactory within the present 
law.” 

Oil Foots Big Bill—The industry 
has spent more than $1,500,000 on 
research and $15 million on corrective 
equipment, said Mr. Magruder. It is 
still installing equipment, so the bill 
will be larger. 

This is what it has done so far: 


Sulfur Recovery—Individual com- 
panies have installed sulfur recovery 
units to prevent sulfur dioxide emis- 
sions. It is estimated that 80% of all 
sulfur dioxide that used to come from 
refineries has been eliminated. 

Even though sulfur dioxide dis- 
charges were sharply reduced, smog 
grew worse. So, the industry refers to 
this as the “sulfur dioxide fable.” 


Because the emphasis over the past few years 
has been on faster unloading, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this trend. Leakproof, flexible cou- 
plings to fit the larger pipe have always been 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the 
problem with its new line of Flexiflange Flexible 
Couplings. Made of malleable iron, they are 
engineered specifically for use in truck and 
trailer tanks. They're designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 58% percent! 

Flexiflange Couplings fit into the same grooves 
as any standard couplings. The seals, too, are 
interchangeable with other standard makes 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 58% percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 


PHILADELPHIA VALVE COMPANY 
3415 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, 
San Francisco 5, Calif. « Howard Supply Co., 
5125 Santa Fe Avenue, Los Angeles 11, Cellf. 
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New Floating Roofs—The compa- 
nies are now engaged in a four-step 
program of installing floating roofs on 
gasoline and cracked stocks storage 
tanks of more than 900-bbl. capacity. 
First phase is installation of floating 
roofs on all cracked stocks tanks of 
more than 10,000-bbl. capacity. 

Up to March, 38 out of 74 had been 
equipped in compliance with a county 
regulation. Companies that had not 
complied requested deferments, re- 
porting delays in obtaining the equip- 
ment. However, 50 smaller tanks have 
been equipped ahead of schedule. And 
county officials say they expect the oil 
industry to complete the floating-roof 
program by the final deadline—May 
1, 1955. The cost of floating roofs is 
estimated at $1.50 per bbl. 

Research on Smog—tThe West Coast 
companies have put $1,500,000 into 
research, mostly with the Stanford Re- 
search Institute, a private firm. In 
1951, the American Petroleum Insti- 
tute authorized formation of a national 
committee of smoke and fumes. It 
sponsors research and investigations, 
recognizing that the smog problem 
affects the industry nationally. Nine 
separate projects have been assigned 
to seven different institutions. 

Responsibilities of association com- 
mittees working on the smog problem 
have been extended to the five western 
states (California, Arizona, Nevada, 
Oregon and Washington) instead of 
being confined to Los Angeles Basin. 

Reaching the Public — An educa- 
tional film, “The City That Disap- 
pears,” was produced by the Western 
Oil and Gas Assn. and has been shown 
extensively. (The associaton recently 
reported that nearly 200,000 persons 
have seen it.) The approach is ob- 
jective, explaining the actions and 
complexity of smog, rather than try- 
ing to whitewash the industry. 

Employes Not Overlooked—Some 
of the companies have undertaken em- 
ploye education programs. They hope 
that when employes understand the 
problem, they will put in a word about 
the industry’s position if friends and 
neighbors lambast the oil companies. 

One of the most advanced cam- 
paigns is that of General Petroleum. It 
distributed smog information to all its 
employes. 


TEAMWORK AGAINST SMOG 

Three non-industry groups have 
been attacking the smog problem in 
Los Angeles. 

Substantial progress has already 
been made by the Los Angeles County 
Air Pollution Control District, which 
has functioned since 1947. This is the 
only one of the three groups with en- 
forcement power. 


‘Shutting down the refineries in the Los Angeles area even for a 
few days would be too drastic and would prove nothing about smog 
P. S. MAGRUDER, GENERAL PETROLEUM CORP. 


The county has a four-part pro- 
gram: (1) Control of vapors from all 
manufacturing, storage and marketing 
operations, (2) control of automobile 
exhaust fumes, (3) household rubbish 
disposal control, and (4) proper plan- 
ning of Los Angeles’ future industrial 
growth. 

The second group, the Southern 
California Air Pollution Foundation 
has the newest approach to the smog 
problem. This is a non-profit organiza- 
tion financed by many Los Angeles 
industries, including the oil industry. 
The foundation plans to supplement 
the research being conducted by other 
agencies and to assist in co-ordinating 
the efforts of all the groups. It will 
also inform the public of the progress 
made in smog control. 

The Target—The Foundation has 
these stated purposes: To cooperate 
with, and to assist in coordinating the 
efforts of, governmental agencies, edu- 
cational institutions, specialized re- 
search groups, and medical, legal and 
other technologists, so that every phase 
of air pollution shall be studied. 

—To provide for the conduct of re- 
search on those phases of the problem 
not already undertaken or completed 
by other agencies. 

—To inform the public periodically 
concerning the nature and extent of 
air pollution, progress made in its 
elimination, and obstacles to such 
elimination. 

And this, said the organizers, is 
what the Foundation proposes to do: 

1. To assemble a competent techni- 
cal staff to organize and direct a broad 
program of cooperation, research and 
public information. 

2. To determine, record and pub- 
lish what has been accomplished to 
date by all agencies dealing with the 
southern California problem. 

3. To determine what remains to be 





On The Cover 


The picture on this week’s 
cover is an unretouched photo 
taken by the Los Angeles Mirror 
at 11:53 a.m. in downtown Los 
Angeles. A dense pall of bluish- 
gray haze shrouds the City Hall 
tower and the Federal Building 
behind it. Visibility was cut to 
two blocks during this typical 
smog onset. 
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done and to employ experts—through 
the device of research or service con- 
tracts—who will provide information 
and advice for shaping of future poli- 
cies and action. 

4. To collect information as to what 
other municipal areas have done and 
are doing under similar circumstances. 

5. To provide and maintain a li- 
brary of materials pertinent to the 
subject of air pollution. 

6. To consult with, exchange infor- 
mation with and to suggest to govern- 
mental and private agencies those re- 
search activities, enforcement methods 
or other matters which have not yet 
been conducted or tried and which 
seem to offer promise of air pollution 
abatement—so that the efforts of all 
groups and individuals may be co- 
ordinated properly. 

7. To publish current information 
—by the most appropriate means—on 
all phases of air pollution and its 
abatement. 

The Foundation also pointed out 
that it will not: duplicate existing serv- 
ices, duplicate available facilities, con- 
duct active research unless no other 
agency can do so, hold public hear- 
ings, interfere with governmental 
agencies nor “offer any immediate or 
ready solution for a very complicated, 
long-range problem.” 

To accomplish this goal, the Foun- 
dation says it is ready to spend $5 mil- 
lion in the next five years. To head 
the Foundation, Dr. Lauren B. Hitch- 
cock was engaged as president and 
managing director at a salary of $50,- 
000 a year (two and a half times more 
than the county pays its top smog 
Official). 

Car Makers Too—The automotive 
industry also made a study of the smog 
problem. A committee of the Auto- 
mobile Manufacturers Assn. that vis- 
ited Los Angeles issued a report saying 
a tremendous amount of research 
work remains to be done to find out: 

—The exact smog contribution of 
vehicles, industries and household in- 
cinerators. 

—Evaluation of the effect, on eye 
irritation or plant damage, produced 
by any improvement in fuels, engines, 
and industrial processes. 

—A more adequate evaluation of 
the effect of the unusual meteorology 
of the Los Angeles area. 

—A medical study of the effect of 
smog. 

At least one exhaust device for con- 
trolling automotive emissions is being 
tested, but so far it has not been mar- 
keted. 








What Neptunes New Proving 


“Proving grounds” for petroleum meters had their begin- 
nings many years ago, when Neptune engineers first 
devised “round-the-clock” endurance tests. By compress- 
ing the long lifetime of a meter into a relatively short 
time, every detail could be examined quickly and pain- 
stakingly for unsuspected weaknesses. Newest step in 
Neptune’s continuing search for improvement is this Test 
Plant at Wallingford, Conn., capable of challenging the 
biggest meters made. 

Red Seal users have benefited in many ways. For 
instance, early tests proved that wear . . . and meter 
inaccuracy caused by wear . . . could be controlled if 
machining techniques were developed to a higher degree 
of precision than existed then. The tests guided us in 
pioneering the required new machining techniques, gaug- 
ing and quality control. They have helped develop many 
new materials, simpler, sturdier register mechanisms, 
high-flow Auto-Stop valves, and hundreds of other tested 
details. The results can best be summed up in Red Seal’s 
nation-wide record for sustained accuracy and low 
maintenance. 

You can select with confidence Red Seal meters for all 
your tank trucks and bulk plants . . . for accuracy you 
can bank on. 


NEPTUNE METER COMPANY 
50 WEST SOth STREET - NEW YORK 20, N. Y. 


Brunches in: ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE + PORTLAND, ORE. 
SAN FRANCISCO 

CANADIAN FACTORY: NEPTUNE METERS LTD., 

1430 LAKESHORE RD., TORONTO 14, ONT. 





Simultaneous endurance tests 
can be run on several meters in 
this maze of pumps and pipes. 
At. right of center is a new 4-in. 
650 gpm. Red Seal bulk plant 
meter through which more than 
35 million gallons have been 
pumped without appreciable 
change in calibration. Modern 
meter provers are shown in 
background. 


Grounds 





Neptune’s new Test Plant sim- 
vlates actual conditions of pe- 
troleum bulk plants .. . it's 
practically a complete bulk plant 
in itself. With extensive me- 
chanical and metallurgical test- 
ing facilities at Neptune’s main 
factory, it gives Red Seal users 
benefits of finest liquid meter 
proving grounds in the world! 





Accuracy, viscosity, pressure- 
loss, and other operating tests 
are being conducted ti 
ously on this equipment inside 
the building. New engineering 
data will be helpful to you in 
selecting and installing Red Seal 
meters most efficiently. 








Thirty of these Neptune testing 
units are strategically located 
throughout the country for check- 
ing and calibrating tank truck 
and bulk plant meters. They are 
supplemented by portable test- 
ing equipment. Though they 
don’t serve a “proving grounds” 
function, they are vital in keep- 
ing your meters always on 
the job. 











JOBBER ESTATE PLANNING NO. 3 


Planning a Will 


Estate planning has been defined as “a process of creating and 
maintaining an orderly deployment and arrangement of property of 
an estate owner to promote the present and future welfare of himself 
and his family.” A simpler definition is “planning the conservation 


and distribution of property so 
that the most good will be accom- 
plished during life and after 
death.” 

If the question were asked, what is 
the most important single item in an 
oil jobber’s estate plans, the answer 
would have to be: the plan incorpo- 
rated in his will and how his plan is 
correlated with any other papers which 
are activated at the time of his death, 
such as life insurance policies, deeds 
to jointly held property, buy and sell 
agreements. 

If the plan incorporated in the will 
is wrong in any one of a number of 
respects, the property will be subject 
to unnecessary duplications in taxes. 
Moreover, large segments, and some- 
times all, of the jobber’s estate can 
be suddenly channeled into a line of 
beneficiaries who are total strangers 
to him. From this it can be seen that 
the key instrument in the jobber’s 
estate plan is his will. It is with rare 
exception the most important paper 
he will ever sign. 

Many jobbers are without wills. 
There is no law that forces a man to 
make a will, but there are laws that 
control the ownership of his prop- 


erty if he dies without one. It is well, 
therefore, to examine what can hap- 
pen to a business when the jobber 
dies without a will. Following this 
will be a consideration of what hap- 
pens when a jobber has a will that 
leaves everything outright to his wife. 

In each case it will be assumed 
that the jobber lives in a common- 
law state—any of the 48 except the 
community-property states of Arizona, 
California, Idaho, Louisiana, Nevada, 
New Mexico, Texas and Washington. 
Much of the discussion will also be 
applicable in these states, but in some 
respects the recommendations would 
have to be modified to fit in with 
community property law. 


Without a Will 


When a jobber dies without a will 
(for example, see table below) that 
property which would normally pass 
under his will is distributed in ac- 
cordance with the laws of intestacy 
of the state in which he dies a resi- 
dent. The estate becomes the property 
of the jobber’s relatives in varying 
priorities and (Continued on page 24) 





BUILDING 
SOUND JOBBERSHIPS TODAY 


FOR A SECURE TOMORROW 


The typical jobber-distributor is a good 
businessman, but he has been shown to 
have little idea of the effects of estate 
planning or what will happen to his busi- 
ness when he dies. With inadequate plan- 
ning, his business can be placed in 
jeopardy and his family in need. 

In offering the oil jobber a guide to his 
thinking in these matters, NATIONAL 
PETROLEUM News arranged with the 
Provident Trust Co. of Philadelphia for 
a series of articles designed to examine 
some of these estate problems common 
to men in the oil marketing business. 
Provident’s experience with many job- 
bers across the country qualifies it as ex- 
pert on such matters. 

Through a study of typical cases in 
the files of Provident Trust, examples 
are given of what may be done in certain 
instances to: 

(1) Minimize taxes 

(2) Provide for the care of the jobber’s 

family 

(3) Reduce administration expenses 

(4) Insure the loyalty of key employes 

(5) Make arrangements for the per- 

petuation or orderly transfer of 
an oil distributing business—when 
properly advised by competent 
estate planners in the legal and 
accounting fields. 

Any information derived from the 
reading of these articles, any recommen- 
dations received regarding estate plans 
from any source, should always be sub- 
mitted to an attorney for his study 
and approval before any action is taken. 

This third article in the series of 
estate planning treats with the important 
aspects of the plan incorporated in the 
jobber’s will. Subsequent articles on 
estate planning will include such specific 
subjects as gifts, insurance, key men, 
perpetuation and other important aspects. 





IF A JOBBER DIES WITHOUT A WILL THE LAW DIVIDES HIS ESTATE — For Example: . 





IF THE JOBBER 


1S SURVIVED BY:* IN PENNSYLVANIA IN ILLINOIS IN WYOMING 
Widow and one child 2 to widow 1/3 to widow 2 to widow 
¥2 to child 2/3 to child Y2 to child 
Widow and 2 or more children 1/3 to widow 1/3 to widow 2 to widow 
2/3 to children 2/3 to children Y2 to children 
Widow and parents, no children 2 to widow All personalty and 2 realty to 34 to widow 


Ya to parents 


Widow, brothers and sisters 
no children and no parent 


Widow and no children, parent, 
brother, sister, nephew, or niece 


brothers and sisters 


2 to widow See above 
Y2 to brothers and sisters 
2 to widow All to widow 


Y2 to grandparents or if none then 


to uncles and aunts, or if no uncles, 
aunts or children of uncles or aunts, 
all to widow. 


* In addition to her share, the widow in some states is entitled to some cash under certain circumstances—e.g., in Pennsylvania, if there are 
no children, the widow takes $10,000 plus one half of the balance; this makes more difference in some small estates than in large ones. 


widow; balance equally to parents, 4 to parents 


34 to widow 
V4 to brothers and sisters 


All to widow 





March 24, 1954 + NATIONAL PETROLEUM NEWS 





JOBBER ESTATE PLANNING 


amounts depending upon the composi- 
tion of the jobber’s family and next of 
kin. These intestacy laws vary from 
state to state. 


The Case of Ed Smith—Ed was 
happily married with two minor chil- 
dren, a son and a daughter. His oil 
jobbing business was worth $250,000. 
Ed didn’t have a will. Assuming he 
died without one: What in all prob- 
ability would have happened? 

Distribution of Ed’s Estate—The 


business would pass under the intestate 
law of the state in which he resided. 








Tax Savings Through Proper Wills 


Outright Wills Trust Wills 


Gross Estate First Taxon Total First Taxon Total 
After Debts Tax Death Taxes Tax Death Taxes 
Before Taxes of Wife of Wife 


$ 100,000 $ 4,800 None 
120,000 9,500 None 
150,000 17,606 $ 1,050 
200,000 31,260 4,800 
250,000 44,430 10,900 
500,000 111,236 47,700 
1,000,000 256,695 126,500 


None 
None 

$ 1,050 
4,800 
10,900 
47,700 
126,500 


$ 4,800 
9,500 
18,656 
36,060 
55,330 
158,936 
383,195 


None 
None 


None 
None 

$ 1,050 
4,800 
10,900 
47,700 
126,500 








One-third of it would go to his wife 
and the other two-thirds in equal 
shares to his children. 


Administration of Ed’s Estate — 
With no will naming an executor of 
Ed’s choice, the court would appoint 
an administrator who would have to 
put up a bond with surety at the ex- 
pense of the estate. The administrator 
would have no power to continue the 
oil business and would not be able to 
do so by agreement with all parties, 
since Ed’s children are minors. There 
would be a forced liquidation of the 
business, guardians would have to be 
appointed for his two children, and 
this would involve court proceedings, 
a surety bond and court supervision 
of the interests of the minors. Is this 
what Ed wanted? 

Regarding his family, his wife came 
first. He wanted her protected. To 
do this adequately, she would need 
the benefits of all of his estate. He 
didn’t want his children to get any- 
thing until after his wife’s death. 
Couldn’t the children’s shares be 
turned over to the mother? The answer 
is, nO—not until they are 21 and then 
only if they want to. Couldn’t the 
mother be made guardian of the es- 
tates of the minor children? Again, 
the answer is, no. She would, as sur- 
viving parent, be the guardian of the 
person of her children. But where Ed 
lived the state law prohibited the sur- 
viving parent from becoming a guard- 
ian of what would now be the chil- 
dren’s property. 

Can Business Continue? — How 
about Ed’s oil business? Couldn’t this 
be continued? It was a good income 
producer while Ed was alive, and he 
had good people working for him. 
His wife could at least share equally 
with the two children in the profits 
of the business. The chances of con- 
tinuing the business are remote. Why? 
Minors cannot enter into agreements 
with suppliers and customers. Being 
without a will, the court steps in to 
protect the interests of the minor 
children. And any court would be 
reluctant to allow the estate of a minor 
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to remain invested in a hazardous bus- 
iness. Their shares of the business 
would be converted into cash and re- 
invested in highly restrictive and con- 
servative securities. 

In summation, Ed being without a 
will was not only setting the stage 
for a distribution of his estate that was 
contrary to his desires, but also for the 
disintegration of the business he had 
worked so hard to build up. 

Ed’s immediate reaction upon learn- 
ing this was to have a will drawn with- 
out delay, leaving everything outright 
to his wife. Was this the best solution? 
An examination of the type of will Ed 
was about to make gives the answer 
to his particular problem. 


Everything to Wife 


When a man leaves his estate out- 
right to his wife, he is subjecting it to 
an unnecessary duplication in taxes at 
his wife’s subsequent death. Ed’s wife 
had no business experience and no 
assets of her own. He wanted her 
taken care of first, knowing she would 
do all she could for the children’s edu- 
cation and welfare. He naturally 
wanted to keep taxes to a minimum 
so that when he and his wife were 
both out of the picture, the children 
would have as much as possible. 

Regarding the oil business, Ed 
wanted this continued. He had hopes 
that his son would come into the busi- 
ness after the completion of his edu- 
cation. The boy already had shown a 
liking for the work and helped at one 
of Ed’s stations during the summer 
and after school. Ed recognized that 
under certain circumstances after his 
death it might be better that the busi- 
ness be sold. But he wanted to give 
his business a fair chance to survive, 
which it certainly wasn’t getting. 

He saw that if his business should 
be sold for the best interest of his 
family, it would bring a far better 
price as a going concern and under 
the watchful eye of reliable executors 
and trustees than it would bring under 
forced liquidation. 


The first thing explained was marital 
deduction. The federal tax law states 
that a married man can leave approxi- 
mately one-half of his taxable estate, 
tax-free to his wife, providing that this 
one-half passes to the wife either out- 
right or in such manner that she has 
control over the disposition of the 
principal either during her life or by 
her will at death. 

For example, any of the following 
provisions for a spouse qualify for the 
marital deduction: insurance payable 
outright to her; jointly-held property 
which passes to her automatically by 
right of survivorship; an outright gift 
to her in a will; inheritance by her 
under the intestate law; a trust from 
which she receives the entire income 
and has unrestricted control over the 
principal either through power to with- 
draw while she is alive or by power to 
direct in her will how the principal 
shall go after her death. Any such 
property passing tax-free to a wife will 
be taxed at her subsequent death at its 
then value. 

Avoiding the Second Tax — The 
maximum marital deduction can be 
no more than one-half of one’s estate. 
Any property passing outright to Ed’s 
wife in excess of this amount will be 
taxed in Ed’s estate and again at his 
wife’s subsequent death at a much 
higher rate. The second tax at Ed’s 
wife’s death on the half which cannot 
qualify for the marital deduction can 
be avoided. 

This can be avoided by Ed making a 
will in which he provides that this one- 
half be placed in trust for his wife so 
that she will receive the income during 
her life, but at her death the principal 
will pass tax-free for the children’s 
benefit without being subject to her 
control. 

In addition to the tax duplication, 
roughly $33,000 in this case, Ed real- 
ized that making a will in which he 
left everything outright to his wife was 
far from the best way to insure that 
his wife was adequately provided for; 
or that his estate and his business were 
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Motor Oi! and Gasoline (Additives) 


Paint, Varnish and Lacquer 


Synthetic Rubber, Synthetic Yarns 


You get proved results when you use 


34 successful years of leadership in serving industry 


for a 
complete line 


of high quality 
petroleum chemicals 
PETROLEUM 


PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 
Methyl Ethy! Ketone 
Dewaxing Aid 
Ethyl Ether 
Isopropyl Ether 
Reference Fuels 
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mdary Butyl Acetate 

sopropy! Acetate 
Acetone 
Methy! Ethyl] Ketone 
Ethy! Ether 

Isopropyl! Ether 
Dicyclopentadiene 
Naphthenic Acids 
Iso-Octyl Aleohol 

Decy! Alc I 
Denatured Ethy! Alcohol 


NATIONAL 


CHEMICAL 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

Is cetyl Alcohol 
Decy! Alcohol 
Denatured Ethyl Alcohol 
Tridecy! Alcohol 
Dicyclopentadiene 
Isoprene 
Butadiene 

Ethyl Ether 
Isopropyl Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 

Acetone 


Methy! Ethyl! Ketone 


PETROLEUM NEWS 


Depend on the Enjay Company for a complete line 

of petroleum chemicals backed by research, experience, 
know-how and proved results. Enjay is a recognized 
leader in developing and marketing uniform, high 
quality chemicals for the petroleum, surface coating 
and chemical industries. 

Not only does Enjay supply a constantly growing list 
of petroleum chemicals to an increasing number of 
industries — Enjay is also ready to assist in developing 
new or improved products through chemistry. For 


proved results, make it your business to specify Enjay. 
ENJAY COMPANY, INC, « 
15 West 51st Street, New York 19, N.Y 





—_ 








JOBBER ESTATE PLANNING 





protected from designing persons or 
the consequences of bad investment 
advice. 


Estate in Trust 


In order to provide for proper care 
of Ed’s family and control of his busi- 
ness after his death, while at the same 
time taking advantage of maximum 
tax savings, it was recommended that 
by the terms of his will he leave his 
estate in trust for the life of his wife. 
Thereafter, for the rest of their lives 
his children would have rights over 
the disposition of their shares at ap- 
propriate ages. 

One-half of his estate was made to 
qualify for the marital deduction by 
giving his wife all of the income and 
an unrestricted right to state in her 
will how the remaining principal of 
this half should go at her death. The 
balance of Ed’s estate would also be 
continued in trust primarily for the 
benefit of his wife. She would have no 
power over the principal of this half, 
so that it would pass tax-free at her 
death for the benefit of the children. 
After his wife’s death the entire estate 
(to the extent that she does not exer- 
cise her power over the marital deduc- 
tion half) would continue in trust for 
the benefit of the children. The com- 
parative tax picture would then be: 


Will leaving estate outright: 
Tax at Ed’s death ..............$10,900 
Tax at wife’s subsequent death ... 44,430 


(assuming no change in amount 
of principal) 
Total tax . 


Will leaving estate in trust: 
Tax at Ed’s death 
Tax at wife’s subsequent death 


.. $55,330 


. $10,900 
.. 10,900 


(assuming no change in amount 
of principal) 
Total tax 
Tax Saved: 


$21,800 
$33,530 


The importance of these taxes in 
various-sized estates at the successive 
deaths of the members of a jobber’s 
family is set forth in the tax tables 
on page 24. Part deals with the jobber 
who dies with a will leaving everything 
outright to his wife. The other half 
deals with the jobber who dies leaving 
a will in which he leaves his property 
in trust for the benefit of his wife, in 
addition to qualifying his estate for the 
marital deduction. Dramatic savings 
accomplished in the second tax at the 
death of the wife are revealed. 

A will trusteeing property also can 
make possible the saving of a third 
tax on the death of the jobber’s chil- 
dren. This saving can be as large, and 
in some cases larger, than the tax sav- 
ings at the jobber’s wife’s death. 
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Wealthy jobbers should be interested 
in this and weigh the tax-saving fac- 
tor with the practical aspects of their 
estate plans. 

The adequacy or inadequacy of a 
will can be determined by a four-fold 
test: (1) management, (2) control of 
distribution, (3) taxes, and, (4) cor- 
relation. The following questions 
should be directed to each factor in a 
trust created by will. 

(1) Management—These are the ex- 
ecutors and/or trustees. Have they 
been selected with care? Is there finan- 
cial responsibility; experienced and 
unbiased judgment? Is there continu- 
ity so that no gap will be created 
through death or by the distraction of 
other interests? 


(2) Control of Distribution—Who 
gets what—when and how? Is it prac- 
tical and flexible? In most states a 
surviving spouse has the right to take 
against the will to the extent of certain 
portions of the principal, regardless of 
its provisions. Before making a will 
which leaves property in trust, a testa- 
tor should know what these rights are 
and encourage his wife to accept the 
provisions of his will by making ade- 
quate and flexible income arrange- 
ments for her. Control of distribution 
also means the channeling of benefits 
down the jobber’s bloodline. 

Example—tThe subsequent death of 
a jobber’s daughter who has inherited 
property outright and the remarriage 
of a son-in-law can cause a portion— 
and sometimes all, if the daughter is 
his only child—of the oil business to 
be diverted into the hands of strangers. 
While there is no absolute assurance of 
where the ownership of property will 
be after a succession of deaths, much 
of this possible diversion can be con- 
trolled so that the benefits of owner- 
ship can remain in what constitutes 
the jobber’s family at the time of his 
death. Trusteeing the property is the 
method by which at least this tem- 
porary control of distribution can be 
assured. 


(3) Taxes—Does the plan of dis- 
tribution keep taxes to a minimum? 
Have the tax savings been weighed 
against practical aspects of the estate 
plan? Has the death and income tax 
status of the beneficiaries of the estate 
been considered? Has cash to pay 
taxes been made readily available to 
the executors in the most economical 
way? In most cases a jobber’s wife, 
dying before him, will cause the tax at 
his death to skyrocket because the 
marital deduction ceases to be avail- 
able to his estate. Has this contingency 
been weighed? 

(4) Correlation—Correlation is the 
effect the plan contained in the job- 


ber’s will has on other papers which, 
though dormant now, will come into 
action at the time of his death. These 
include life insurance, jointly-held 
property, partnership agreements, buy 
and sell agreements and the like. 

The estate plans of the beneficiaries 
are also important. A simple illustra- 
tion is a jobber and his wife owning 
property jointly with right of survivor- 
ship. Such property automatically be- 
comes the property of the surviving 
joint owner and ultimately passes un- 
der the will of the survivor. The wife’s 
will is just as important as the hus- 
band’s, since no one knows who will 
be the first to die. Also, the jobber 
who makes use of the marital deduc- 
tion gives his wife power over the dis- 
position of property at her subsequent 
death. Her will in which she does or 
does not make use of this power is ex- 
tremely important. 


Summary—lIn summation, there are 
three testamentary circumstances un- 
der which a jobber dies. He can die 
without a will, he can die with a will 
leaving everything outright to his wife, 
or he can die with a will in which he 
leaves his property in trust for the 
benefit of his wife and family. The 
existence and nature of a will has a 
tremendous effect on people and prop- 
erty. Any jobber in discussing his 
estate with his attorney and other ad- 
visors would do well to have this four- 
fold test applied to his particular 
situation. 

A will is a reflection of a man’s 
judgment and concern for people who 
are dependent upon him. It can be the 
difference between comfort and need 
—the perpetuation—or disintegration 
—of a life’s work. Sound estate plan- 
ning as embodied in a will becomes a 
monument to a man’s wisdom and 
foresight. 


Oil Makes Gains in 1953 


The oil industry had a good year in 
1953. In fact it was one of the most 
prosperous of all U.S. industries in a 
year that was profitable for nearly all 
businesses, according to the annual re- 
view issue of the Survey of Current 
Business. 

Petroleum products were singled 
out as having made “especially strik- 
ing” gains among the nondurable 
goods. 

Service stations continued to get 
about the same share of the consumer 
dollar as in 1952, while most other 
nondurable goods were showing a 
slight drop. 
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FUEL OIL 


Degree Days Drop 
Throughout Nation 


Warm weather spread over the en- 
tire nation the week of March 7-13— 
with the exception of Boston, San 
Francisco and Seattle, which were 
slightly cooler. 

Most drastic temperature increases 
were in Denver and Nashville. Degree 
days in Denver dropped from 285 in 
the previous week to 166 and the 
Nashville total dipped from 190 to 64. 
Over-all Midwest average was 176 de- 
gree days, compared with 269 for the 
previous week. 

Totals for the season remain below 
normal figures in all areas. 

Season Sept. 1-Mar. 13 Week 
Mar.7- 
Mar.13, 


1954 1953 Normal 1954 
East Coast 
Boston 3944 4140 4514 191 
New York (a) 3478 3624 4020* 164 
Phila- 
delphia(a) . .3358(b) 3409(b) 3711 150 
Washington ..3205 3101 3391* 
Average 3496 3569 3909 163 
Great Lakes 
Buffalo 4641 4774 5003* 
Chicago . 4253 4690 5055 
Cleveland 4230 4247 4709* 
Detroit 4454 4630 4971* 
Toronto(a) 4835 4849 5625* 
Average 4483 4638 5073 
Midwest 
Denver .3950 4387 4774 
Minneapolis .5646 6287 6366 
Omaha ...4363 4732 5129* 
St. Louis(a) ..3243 3513 3780 
Average 4301 4730 5012 
West Coast 
San Fran- 
cisco(a) 1619 1784 1816 93 
Seattle(a) 3082(b) 2874 3289*% 162 
Average ...2351 2329 2553 128 
Southeast 
Birmingham .2310 2301 2430* 60 
Charleston(a) 1429 1471 1600 44 
Nashville 2533 2943 3246* 64 
Raleigh(a) 2524 2557 2800 103 
Average 2199 2318 2519 68 


Degree days are on 65 deg. F. basis. 
(a) Readings at city offices. Readings in 
other cities taken at airport offices. 
(b) Includes weather bureau correction. 
* New normal figures. 


Stop ‘Conditioner’ Claims 

The Nutmeg Chemical Co., of New 
Haven, Conn., has agreed to stop 
claiming that the use of its fuel oil 
“conditioner” called “NCC” assures 
freedom from sludge, dirty tanks, 
clogged feed lines, dirty strainers and 
burner tips, the Federal Trade Com- 
mission reported. 

The firm has also agreed to dis- 
continue claims that its soot-removing 
preparation, “No-Karb,” cannot harm 
metal. 
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@ You get both product appeal 
and product protection when you 
use any one of the many G.P.&F. 
steel containers. We can give 
them a “custom made” look by 
lithographing them with your 
own trade-mark or advertising 
message—or in attractive solid 
colors. Available in straight 

Shown above: the 5-galion dome top carloads, mixed carloads or 

Sastaes Soendener oon exe Gab oupty smaller quantities. 

container in many ways ... in the home, 


in the gorage, on the farm. Also avail- 
able in 40 Ib. fluid grease size. 


GEUDER, PAESCHKE & FREY CO. 


TREET «= MILWA KEE 





Compounders! Jobbers! Tank Car Buyers! 


Top quality high V. 1. solvent brights 
solvent neutrals and compounded oils 


Available for prompt shipment from Pacific, Gulf and 
Atlantic Coast points. 


We are also prepared to assist with your compounding 
problems. Address your inquiry to: 


UNION OIL COMPANY oF catirornia 


Union Oil Bidg., Los Angeles 17, Calif. « 45 Rockefeller Plaza, New York, N.Y. 
1612 Bankers Bidg., Chicago, III. « 644 Notional Bonk of Commerce Bidg., New Orleans 
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AT NORMAL LOADING 


POSITION I: Liquid entering the 
measuring chamber through the 
inlet port encounters vane No. 
(1) which seals off further 
liquid progress. 


NEW BX SERIES ROTOR 
INTERCHANGEABLE WITH OLD 


Illustrating how the rotor of an existing Rockwell Rotocycle 
meter can be pulled from the back of the meter body 
and replaced with an interchangeable BX series rotor. 


POSITION II: Pressure under 
vane No. (1) forces the rotor 
to turn on its centershaft. Vane 
No. (2) has now reached posi- 
tion occupied by vane No. (1) 
where it seals with the wall. 
Segregated between vanes (1) 
and (2) is a definite volume 
of liquid indicated in dark color. 


POSITION Ill: Vane (3) has 
reached the seal position. Be- 
tween it and vane (2) is the 


POSITION IV: Vane (4) has 
reached the seal position and 





measured volume. 
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ther measured volume is 
segregated. The volume be- 
tween vanes (1) and (2) is now 
discharging through the outlet 
port. These ed vol 
gre integrated on the register 
in terms of gallons passed 
through the meter. 








rates.../7 LOAFC / 
ROCKWELL Rorocycie METERS 


Measure More—With Less Effort—And Last Longer 


There is no need to run Rockwell Rotocycle 
meters at excessive speeds in order to load 
fast! Svardy oversize construction plus a rotor 
that revolves freely ‘flo-ward” on double stain- 
less steel ball-bearing mounts see to that! 
The Rotocycle principle with its freedom 
from pressure absorbing movements; its com- 
plete absence of winding passages, valves and 


YOU CAN RELY 


pistons assures smooth, long-lasting operation. 

You get accuracy, too, you can bank on, and 
dependability unmatched by any other design. 

So to load trucks faster; to use smaller 
motors On your pumps; to save on electric 
power bills and to cut meter maintenance to a 
minimum—fabricate your next job around 
Rockwell Rotocyle meters. Write for bulletins. 


ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Dallas Houston Kansas City, Mo. 


Los Angeles New York Philadelphia 


Pittsburgh 


San Francisco Seattle Tulso 


In Canada: Peacock Brothers Limited 
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PUBLIC RELATIONS 


‘Intra-Industry Quarrels Must End’ 


A leading Independent oil marketer last week asserted that oil men 
must stop fighting among themselves before they can hope for a good 


public relations program. 


John Harper, former National Oil Jobbers Council chairman, said 


the Oil Industry Information 
Committee can put a public re- 
lations and education program 
in operation, but it cannot settle 
intra-industry disputes. 

Speaking at the Ohio Petro- 
leum Marketers Assn. meeting, 
he said that no matter how good 
the OIC program is, it will serve 
no purpose unless these prob- 
lems within the industry are 
settled. 

“Many jobbers feel the way to begin 
is to set our own house in order,” 
Mr. Harper said. “These critics con- 
tend that we can’t very well tell the 
public how good we are until we are 
good. And we won't be really good, 
they argue, until we settle the differ- 
ences and grievances that exist be- 
tween supplier and jobber, between 
major and Independent.” 

As an explanation of the OIIC’s 
limited scope, Mr. Harper quoted the 
OIIC objective for 1954: 

“To make clear how well the people 
of the United States are served by 
America’s oil businesses and to gain 
support for conditions under which 
they can continue to be privately man- 
aged, fully competitive and financially 
sound.” 

Mr. Harper said, “In plain language, 
OIIC is an attempt to represent the 
entire petroleum industry to the Amer- 


JOHN HARPER 
Meet the jobbers halfway 


ican public. It is a nationwide, indus- 
trywide operation. Its purpose is to 
let the people know what the oil men 
of this country are doing to serve 
their best interests by carrying out 
the fundamental principles of free 
enterprise, competition and initiative.” 

To point out the role of the inde- 
pendent in the industry, Mr. Harper 
quoted Price Making and Price Be- 
havior in the Petroleum Industry, by 


Prof. Ralph Cassady, Jr. of the Uni- 
versity of California. 

Mr. Harper quoted, “Prof. Cassady 
says “The vigorous independent ele- 
ment contributes substantially toward 
the intensive rivalry found in this 
industry. It would be very unfortunate 
if this element were to disappear, or 
even diminish in numbers or in vigor. 
It would seem to be to the industry’s 
advantage to encourage the continua- 
tion of this vigorous competitive ele- 
ment within its ranks since their pres- 
ence makes for a stronger, healthier 
industry.’ ” 

Mr. Harper declared, “If it is in 
the best interests of the industry as 
a whole to maintain the competitive 
urge and to reject every attempt to 
liken us to a public utility, it follows 
that it is to the advantage of the major 
companies to recognize the need for 
independent jobbers and dealers and 
to meet them halfway.” 

Majors’ Tactics—‘It is unfortunate- 
ly true, however, that many tactics 
and policies are employed by the inte- 
grated companies which not one of 
their presidents would care to sit down 
and discuss face to face with a jobber 
or dealer. 

“Their companies have no need to 
revert to dirty ball or strong-arm 
methods. Surely at this stage of the 
game, they can afford to indulge in 
some good business ethics. Instead of 
crowding us at every turn, it would 
be a welcome relief to feel that our 
suppliers really wanted to see us pros- 
per and develop. 

“If every large company representa- 
tive would recognize the strength of 
his own organization, do away with 
any feeling of jealousy or contempt 








Engineered ° Enomeled ° Erected 





BY 
ERIE ENAMEL 











t—. 
oe oe 


Phillips Service Station 


Park and Lovell, Kalamazoo, Mich. 


THE ERIE ENAMELING COMPANY 


1403 W. 20TH ST. + ERIE, PENNSYLVANIA 
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for the independent marketers and 
try to view some of the issues from 
the independent’s position, this would 
be a lot more harmonious industry.” 

Mr. Harper quoted from another 
book, The Growth of Integrated Oil 
Companies, to show that the profit 
motive has dominated the relations of 
some companies with their jobbers: 

“It was anticipated that the jobber 
business might be purchased at a 
later date if the market developed 
satisfactorily and if the company found 
itself in the future in a position to 
supply refined products to the two 
areas.” 

This quotation, Mr. Harper said, 
followed a section stating that sup- 
pliers tended to make use of branded 
jobbers in areas where their supply 
arrangements were insecure. It also 
stated that the use of branded jobbers 
to gain access to the new markets pro- 
vided a means by which the company 
could avoid a heavy financial commit- 
ment of its own until its crude oil and 
refined products situation had clari- 
fied. 

Returning to OIIC, Mr. Harper as- 
serted it does not have the responsibil- 
ity for settling these disputes among 
various segments of the oil industry. 


A Teacher’s Role—‘The OIIC is 
willing and ready to serve as teacher, 
public relations counsel and informa- 
tion officer, but asking it to double as 
doctor, labor-management advisor and 
arbitration expert is simply too much. 

“Under the law, no trade association 
may interfere in the competitive af- 
fairs of its member companies, no mat- 
ter how pure or idealistic its motives. 
The OTIC’s job is to tell the public 
about the industry—to teach, inform 
and instruct. Beyond that it cannot go.” 

But, Mr. Harper said, OIIC can 
bring “certain matters” to the atten- 
tion of its members and act as “the 
conscience of the industry it repre- 
sents.” 

To illustrate how this has been done, 
Mr. Harper produced a report that 
he called “tremendously significant”— 
delivered to the Board of Directors 
executive committee of the American 
Petroleum Institute by R. M. Bartlett, 
vice president of Gulf Oil Corp. and 
chairman of the API Division of Mar- 
keting general committee. 

To emphasize the importance of 
Mr. Bartlett’s remarks, Mr. Harper 
pointed out that members of the exec- 
utive committee include mostly presi- 
dents and board chairmen of integrat- 
ed oil companies. 

The report said, “I am not sur- 
prised that the jobbers are still being 
rather vocal in their complaints. One 
of these is that they feel recent condi- 


tions have brought about a situation 
that jeopardizes supplier and jobber 
relations.” 

Conditions Need Examination — 
Jobbers feel that their suppliers and 
the industry generally should reap- 
praise current marketing conditions 
and practices that are generally de- 
structive in their effect and where a 
disproportunate burden is placed upon 
the jobbers. 

Copies of the report were sent to 
all of the 143 members of the API 
board, Mr. Harper stated. 

Summing up, Mr. Harper said, 
“The API has done its part. It has 
recognized the unrest, dissatisfaction 





del Ma UW #7 


and occasional bitterness in the rela- 
tions between suppliers and jobbers. 
It has forwarded to the supplying 
companies our long-expressed and 
long-frustrated hope that they re- 
examine both their marketing prac- 
tices and their consciences. 

“In a word, the API—which itself is 
the conscience of the industry—has 
done everything it its power to set 
wrongs to rights. 

“Now it is up to the companies 
themselves. What are they going to do 
about it? Ten thousand jobbers from 
coast to coast are waiting for their 
answer.” 






































and enjoy steadier fuel 
sales, lower upkeep and 
more loyal customers! 


Developed specifically to provide a de- 
pendable, low-cost method of serving 
the profitable farm and independent-user 
markets. A rugged, quality-built pump that 
guarantees operating dependability. No 
threat of break-downs, costly repairs 
common to used, out-moded equipment. 
Your low initial investment will be re- 
turned to you over and over in terms of 
steadier sales, lower maintenance, cus- 
tomer satisfaction. 


Genera! Products Division 


TOKHEIM CORPORATION 
Designers and Builders of Superior Equipment Since 1901 
1650 Wabash Avenve Fort Wayne 1, indiene 
Factory Branch: 1309 Howard St, Sen Francisco 3, Calif. 
Canadian Distributor: H. Reeder, 205 Yonge St, Toronto 
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Check these Important Features! 


@ Built-in check valve 


@ Gear-type pumping unit with built-in 
by-pass valve 


@ Explosion-proof motor 

@ Removable strainer screen 

@ Welded steel housing 

@ Baked enamel finish 

@ Dial meter at slight extra cost 
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Fruehauf Tank-Trailers Prove Their Value 






The Charles Eneu Johnson Company, Philadelphia The Arrow Transportation Company, Port- 
ink manufacturer, hauls ink coast-to-coast in land, Oregon, operates a number of Fruehauf 
these specially-designed Fruehauf Tank-Trailers. Western Truck-Full-Trailer Combinations. 





The Suburban Oil Company, Chicago, which The Benzol Stations, Inc., Detroit, 
operates a fleet of skirted Fruehauf Fuel Oil operate a 100% Fruehauf fleet 
Trailers, has been a Fruehauf buyer since 1938. of skirted Gasoline Tank-Trailers. 
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The Woodin Transportation 
Company of Albany, New 
York, operates 8 Tank-Trailers, 
all of them 6000-gallon 
Fruehaufs equipped with GT. 
Woodin hauls about 28,000, 
000 gallons of gasoline, kero- 
sene, and fue! oil a year, and 
its fleet covers %-million 
miles, all in the state of 
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By Profitable Performance! 






“ENGINEERED TRANSPORTATION” 





A FRUEHAUF CUSTOMER STATES PROOF 


“ UR Tank-Trailer fleet is 100°), Fruehauf,” says 
David J. Ritz, President of Woodin Transporta- 
Here Are Some Other tion Company, “because Fruehauf design allows us 


Liquid Transporters Whose maximum legal payload with the most economical, 
dependable performance. 
Fruehaufs Have Proved S peal aa sreeas 
E “We carry 62,750-lb. gross loads, and enjoy 
Themselves To Be Profitable! rapid and complete fluid delivery. All of our units 


have Gravity Tandem Suspensions, because we've 








found that GT provides a controlled load, keeping 
the Trailer level and preventing sway on turns. Our 
runs are hilly, yet we realize from 120,000 to 150,000 
World's Largest Builder of Truck-Trailers miles per set of tires. That’s economy! 


” 


wo 


ability, by performance. 
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FRUEHAUF TRAILER COMPANY Tank-Trailer owners everywhere agree with Mr. 


DETROIT 32, MICHIGAN Ritz. Fruehaufs prove their economy, their earning 
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The LUBRIDGE makes your 
Roll-On Lift 50% more useful 


With a Rotary LUBRIDGE you can free 
wheels and relax springs in less than a min- 
ute! This enables you to do faster, better lub- 
rication jobs and brake work. This sturdy 
steel bridge fits across the front or rear of 
your Rotary Roll-On Lift so that one wheel 
or pair of wheels can be jacked up right on 
the lift. Note convenient working height. The 
LUBRIDGE is now standard equipment on 
Roll-On Lifts . . . at no extra cost. 





ROLL-ON LIFTS 


WRITE FOR CATALOG 120 
Rotary Lift Co., Memphis 2, Tenn. 


YOU GET A BIG EXTRA 


ON THE ROTARY ROLL-ON LIFT 
AT NO EXTRA CosT! 



























Other features of this 
modern auto lift 








Fastest, safest of all lifts 


Handles all old and new cars 





No axle supports to position 





Automatic wheel chocks 
Extra long superstructure 


Reinforced steel runways 





Modern, streamlined design 





Airdraulic Jack with Automatic 
Air Bleeder 








SIEAISIUES 











AVERAGE GALLONS PURCHASED 
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Why Free Services Build Gasoline Sales 


Motorists buy more gasoline when they are given free services at 


stations. 


Where free services — oil check, windshield cleaning and others 
— are given, the average gasoline sale is larger by two gallons in 


volume and 55¢ a sale. 

This was brought out in Du 
Pont’s sixth and last survey — 
on services given and wanted at 
service stations —in the com- 
pany’s study of consumer buy- 
ing habits at stations. 

The survey concludes that mo- 
torists are not getting as much 
free service as they would like 
to receive, yet less than a third 
of them will ask for the services 
if they are not offered. 

Customers seem to think that action 
should come from the dealer, the sur- 
vey says. 

This attitude is underscored by an 
earlier survey in which two-thirds of 
the motorists interviewed said they 
patronized a particular station for two 
reasons: They like the services offered, 
or they are friendly with the dealer. 

Oil Checks Help—Motor oil sales, 
too, seem to be greater at the stations 
where more free services are per- 
formed for the motorist. When oil 
checks were made and the addition or 
change of oil offered, four out of five 
motorists bought oil. 

About 90% of the motorists felt 
that an oil check was the most impor- 
tant free service, but only 45% re- 
ceived it. This does not necessarily 
mean that half the motorists drove 
into service stations wanting an oil 
check, and drove out without receiv- 
ing it. Actually, a little more than 60% 
of the motorists wanted an oil check 
the last time they bought gasoline. 
And most of them received this serv- 
ice, the study says. But almost half of 
those receiving oil checks had to ask 
for the service. 

Two-thirds of those who were offer- 


ed an oil check accepted the service. 
And when an offer of oil was made 
following an oil check, 80% of the 
customers bought oil. 

Dealers seem to prefer to check oil 
in higher-priced cars and in newer 
cars, the survey reports. But regard- 
less of the age or price-level of the 
cars, the ratio remained the same 
(80%) for the number who bought oil 
following a dipstick check and an offer 
of oil. 

Other Services — The performance 
of other free services also fell short 
of the motorists’ expectations. 

Windshield wiping is the service 
most frequently given. But while 85% 
said they wanted this service, only 
63% received it. Here interviewers 
found a discrepancy between the num- 
ber of motorists who said they re- 
ceived this service and the number 
that actually received it. When motor- 
ists were asked if their windshields 
were cleaned the last time they bought 
gasoline, more than 80% said “yes.” 
But from observations at service sta- 
tions, it was found this service was 
performed for only 63% of the cus- 
tomers. 

Similar discrepancies were found in 
the reports of motorists regarding 
other services. In each case, the mo- 
torists reported receiving more service 
than was observed by checking the 
performance of services at the stations. 

A check of the radiator was wanted 
by 58% of motorists the last time they 
bought gasoline, but only 40% actu- 
ally received it. A radiator check was 
offered to only 31% of the motorists. 
But two-thirds of them accepted this 
service when it was offered. 
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Forty-two per cent of the motorists 
wanted their tires checked the last 
time they bought gasoline. Yet only 
31% received this service. This proved 
to be aservice that was requested by 
motorists more than it was offered by 
dealers. More than 72% accepted this 
service when it was offered. 

Service Wanted — The survey also 
asked motorists what services they re- 
gard as most important at a service 
station. 

Following the oil level check, which 
ranks first, 70% of the motorists 
voted for windshield cleaning as most 
important. After this came: radiator 
check, 63%; tire checking, 50%; and 
battery checking, 20%. 

Paid services which motorists like 
to have available at stations are: car 
lubrication, 74%; tire repair, 67%; 
and battery charge, 42%. Ranging 
down from there, motorists wanted: 
lights and fuses, 27%; brake fluid, 
23%; car wash, 20%; spark plugs, 
16%; fan belts, 12%; and refresh- 
ments, 9%. 

Regional Differences — Regional 
variation in the way services were 
performed and in types of products 
sold was not great. There were, how- 
ever, a few interesting differences. 

In the West, free services were 
given “automatically”"—without offer 
by the dealer or request by the motor- 
ist—more frequently than in the rest 
of the country. The Central area did 
a greater business in paid services 
than the rest of the country. The 
South led, by far, in the refreshment 
business. 

This survey is sponsored by the Pe- 
troleum Chemicals Division of E. L 
du Pont de Nemours & Co. (Iinc.), 
Wilmington 98, Del. Findings are 
based on 3,100 household interviews 
supplemented by 21,000 observations 
at 1,193 service stations. 
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TIRES—BATTERIES—ACCESSORIES 


Budget Plans Key to Tomorrow's Market 


Seven out of 13 West Coast oil companies now offer TBA budget 
terms of six months or more to their credit card holders. Six of the 
seven offer the same terms to non-holders after credit department 


approval of the specific transaction. 


Types of interest or ee range from a flat charge of 


$1 for three months or $1 
for six months, up to a straight 
10% of the unpaid balance. 

Required down ayments 
range from nothing to 350%. But 
the down payment is not a factor. 
Tire and battery trade-ins for 
most or all of the down payment 
are commonly accepted by deal- 
ers. 

These are the results of an in- 
formal poll of West Coast oil mar- 
keters reported by W. J. Matson, TBA 
manager, Tide Water Associated Oil 
Co., western division, at the West 
Coast Oil Industry TBA meeting in 
Seattle, March 2. 

TBA budget plans of oil marketers, 
as of now, are generally in a fluid 
state, observed Mr. Matson. They are 
being changed, improved, imple- 
mented and in 
some cases just 
being instituted. 
Such oil company 
plans have grown 
substantially on 
the West Coast 
during the past 
five years, al- 
though dealers 
still have a choice 
of two other kinds 
of time payment 
programs. The other plans are those 
provided by rubber companies and by 
finance companies. 

One reason oil supplier financing 
of TBA budget sales is still tied closely 
to credit cards is because practically 
all West Coast oil marketers not only 
issue credit cards but actively promote 
them. 

A Du Pont survey cited by Mr. 
Matson shows that 30% of Western 
motorists carry credit cards as com- 
pared to a national average of only 
12%. Further, Mr. Matson pointed 
out, it is not uncommon to find some 
West Coast dealers doing 65% of 
their gasoline business on credit cards. 

Of the three sources of budget 
financing available Mr. Matson says 
oil company programs offer the dealer 
one advantage. “They cost him noth- 
ing, thus allowing maximum profit on 
the TBA sale.” 


Dealer Charge—Finance companies 
generally discount the sales contract 


W. G. Matson 


36 


10%, which represents a charge to 
the dealer for this service. They also 
charge the consumer .5% per month 
on the unpaid balance, which Mr. 
Matson feels makes the total charge 
a little high in comparison to other 
plans. 

In his opinion there may also be 
consumer resistance because the in- 
debtedness is transferred to an out- 
side organization. The customer may 
subconsciously feel that the same at- 
tention will not be given to any ad- 
justment claims. 

Nevertheless, loan company financ- 
ing fills a definite need, said Mr. Mat- 
son, and is recommended when other 
financing sources are either not avail- 
able or are not as attractive. 

Few dealers have the capital to 
carry a large volume of accounts re- 
ceivable, nor are they very good at 
accounting and collecting. Dealers 
often get into trouble when they try 
to carry 30-day accounts. Customers 
are prone to take advantage of the 
dealer and pay at their own conven- 
ience. 

In effect, Mr. Matson pointed out, 
they obtain what amounts to extended 
terms without paying any interest or 
carrying charges. For these reasons 
outside financing is always better, he 
said. 


Limited Program-—Although rubber 
company budget financing has many 
excellent features and sales promo- 
tional values, it is limited to those 
dealers who have enough volume in 
either TBA or appliances, or both, to 
set up a budget department. Where 
this can be done, Mr. Matson con- 
cedes, the sales assistance and direc- 
tion given by the supplying rubber 
company is of tremendous value. 

However, he pointed out, most of 
the service stations with which TBA 
men are concerned are not physically 
equipped or properly manned to en- 
gage in the type of business that war- 
rants a budget department. They can 
get in on rubber company financing 
by acting as “feeder” stations, routing 
their time payment customers to a 
large tire dealer or rubber company 
store, by prior arrangement. In such 
a case, Mr. Matson points out, the 
dealer splits his profit and runs the 


risk of sending a customer to a poten- 
tial competitor. 

Some Advantages—Whatever the 
source of financing, said Mr. Matson, 
the dealer who learns how to use a 
TBA budget plan, reaps these rewards: 

1. He can “upgrade” his customers, 
since price becomes a minor considera- 
tion, and sell them better quality 
merchandise at a better profit. 

2. His unit sale will hit a higher 
average when time payments are avail- 
able. 

3. He has no money tied up in 
accounts receivable, since the budget 
sales contract is redeemable immedi- 
ately on oil or other purchases. 

4. He has no collection problems 
and is not exposed to any losses. 

Biggest problem connected with oil 
company financing plans is the delay 
in getting approval either for a credit 
card or for a specific TBA sale. One 
company is now trying a plan to let 
the dealer pass on credit, said Mr. 
Matson. Only selected dealers of un- 
questioned reputation and the judg- 
ment will participate. 

These selected dealers will be al- 
lowed to make time payment sales up 
to $175, with a down payment of 
10%. The terms will be either three 
or six months, and the carrying charge 
will be 6%, or 1% a month. While a 
great deal of the success of this plan 
depends on the caliber of the dealer, 
Mr. Matson points out, the new pro- 
gram should go a long way toward 
selling TBA to those who do not have, 
or don’t want, a credit card. 


Market Insurance—lIt has been the 
experience of all oil companies, said 
Mr. Matson, that sales through budget 
plans have increased since World War 
II. One company reports that, from 
nothing in 1948, its three and six- 
month budget sales now represent 20% 
of its total tire volume. And the aver- 
age dollar sale has risen to more than 
$70 per transaction. 

Opinions of many oil TBA men 
gathered by Mr. Matson indicate that 
ever increasing quantities of tires and 
batteries will be sold through budget 
plans, and that oil companies will have 
to step up their efforts on these plans 
or fail to maintain their share of the 
TBA market. 

“Our dealers need assistance on 
budget sales,” Mr. Matson told his 
audience. “It’s a way for them to make 
more profit and thereby become more 
stable and energetic associates of ours. 
And the extra sales we make possible 
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CENTRAL 
America’s Most Versatile and Economical d\}). 42), (ee Dh YE, | 


WITH "MAG-I-TROL" SELECTIVE ELECTRIC BRAIN 


For many years Bowser has built serving systems—air pressure types— individual electric 
types — and present-day submerged pump types. NOW Bowser presents the most flexible 
economical and practical central system in its many years of experience as the “world’s 
oldest gasoline pump manufacturer”— 


V SIMPLE V POSITIVE \ DEPENDABLE 


Proved in use-tests, Bowser Mag-i-Trol is a 
system of 110-volt solenoid-actuated, positive 
mercury switches which automatically con- 
trol selective operation of the Duo-Matic pump 
motors. To equalize wear, either of the pump- 
ing units can, at the flip of a switch, be 
selected to cut in first. Furnished as standard 
for six-pedestal use, but can be equipped to 
handle eight. Enclosed in sturdy cabinet for 
station wall-mounting. 


Duo-M atic... 


SERVES UP TO 8 PEDESTALS 
SINGLY OR SIMULTANEOUSLY AS NEEDED 





HOW IT OPERATES 


Duo-Matic consists of two separate 

“ALWAYS A low-horsepower pumping systems 

operating singly or in tandem. 

STAND-BY PUMP” When one or two island pedestals 

Bowser Duo-Matic guards against “sta- are serving, ONE pump operates. 

tion paralysis”—because Duo-Matic is When three pedestals (or more) 

a DUAL pump system with one pump are serving, the SECOND pump 

always available if one should fail. also cuts in to meet the gallonage 
demand. 


NO UNDERGROUND SERVICE PROBLEM 
Motors, pumps, air eliminators, fittings and all electrical 
components are safely ABOVE GROUND and easily ac- 
cessible for inspection. Parts are STANDARD, easily 
available. No special motors or starters. Servicing is as 
simple as for an island pedestal! 


PUSHING 
Pushing gasoline to the island dispensers is the answer 
to problems induced by larger storage tanks, high vapor 
pressure fuels, and large serving areas. The modern 
answer to pushing is Duo-Matic! 


——ESE——__eeeee 








WRITE FOR. ee illustrated bulletin with complete details. 


BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 
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CONOCO HAS MORE IN ’54! 
GIVES Full-Time PROTECTION! 


pouble-Dut 
americn’s FIRST _ 


Combines Two Exclusive Discoveries— 


OIL-PLATING” and 
ACID-PROOFING 


To conquer both major causes 
of engine wear! 


OIL-PLATINe© 
Conquers Frictj 
riction Wear | 


RING 
al ACID-PROOFING 

Conquers Corrosive Wear Three Ways! 
RUST- PROOFS YOUR ENGINE! 
CLEANS YOUR ENGINE! 
ACID-PROOFS YOUR ENGINE! 


yci0-F8 
Conae® 


\ 
coro 


Super Service Stations! 


CONOCO ©1954, Continental Oil Company 








DISTRIBUTORS — HERE IS YOUR ANSWER 


to the problem of accounts that just do not justify the high cost of 
expensive greaseracks. 


SOLVE THIS PROBLEM by ordering our Model 100 Drive-on Greaserack, 
24,000 Ibs. capacity: 


1. LOW COST 3. NO MAINTENANCE COST 
2. NO INSTALLATION COST 4. PORTABLE 


5. HEAVY DUTY—WILL TAKE TRUCKS 


NEWBERRY EQUIPMENT COMPANY, Ine. 
P.O. Box 293 Phone 5-1751 


Will be glad to furnish prices and specifications on request 


Memphis 1, Tenn. 








| 
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TBA 


result in more profits to our own TBA 
programs. For our mutual benefit we 
must promote this most popular form 
of purchasing. It is estimated that be- 
tween two-thirds and three-quarters of 
the tire sales in sets are sold on some 
form of budget payment, so it is easy 
to understand why our participation 
in budget selling is important. 

“The American way of life, with its 
high standard of living, has enlarged 
our motoring population. At the same 
time,” he said, “many of these people 
would not be able to buy automobiles 
or tires if they were not able to pay 
for them out of income. Assuming we 
desire our share of this increasing 
market, we have the answer to the 
‘why’ on the subject of budget sales, 
both for ourselves and our dealers.” 

Oil companies cannot expect their 
dealers to be installment sales experts, 
Mr. Matson continued. Customers 
must be told in advance that budget 
terms are available if desired. Suppliers 
can neither assume that all of their 
potential customers know they have 
budget plans available, nor that the 
dealer will bring it up at the psycho- 
logical time. That time, for instance, 
he said, might be when the customer 
would like to have premium tires, but 
fears the cash outlay might flatten his 
wallet too much. 


Dealer Helps—Signs, posters, state- 
ment inserts and other advertising 
make the job easier for the dealer, Mr. 
Matson suggested. He should be urged 
to assume that all tire prospects, es- 
pecially if he knows his customers 
have a credit card, will want budget 
terms. It is seldom embarrassing for 
the customer to say he prefers to pay 
cash. On the other hand it can be em- 
barrassing for him to inquire about 
extended payments. 

Another trick suppliers should teach 
dealers is the use of the “per week” 
or “per month” cost in quoting a price 
to tire prospects. 

“Several companies, including my 
own,” said Mr. Matson, “put out 
charts from which the dealer can 
quickly tell the customer how much 
his weekly or monthly payments are 
going to be.” People pay more atten- 
tion to the weekly or monthly payment 
than they do to the total price. Their 
main concern is whether they can 
handle the installments out of their 
take-home pay. 

Summarizing, 
these points: 

1. An oil company actively in TBA 
should have a budget plan. Both the 
company and the dealers need it. The 
plan should be tailored for fast action 
and should be simple in execution. 

2. The plan should provide for fi- 


Mr. Matson made 


* March 24, 1954 





nancing truck tire sales, especially 
small sizes, and in some areas farm 
tractor tires as well. 

3. When an oil company teaches its 
dealers how to sell it should also teach 
them how to sell on budget. 

4. Oil companies should encourage 
their dealers to secure more credit 
card customers. These accounts are 
the foundation of oil company budget 
plans and offer the greatest potential 
for the dealer. 

5. The oil company and its dealers 
should let customers know about the 
budget plan through advertising, sta- 
tion signs and station contact. 

Looking toward the future, said Mr. 
Matson, we can see a steadily increas- 
ing potential for our TBA sales. To 
keep step with that growth it is now 
apparent that we will have to sell 
harder in a more competitive market. 
One of the best tools to meet competi- 
tion is a strong budget program. 

“If your company does not have a 
budget plan now, you should be 
seriously considering one. If you do 
have one, you should be planning how 
to improve it.” 


Seiberling Chiefs Touring 


Seiberling executives will start late 
in March on a coast-to-coast swing of 
dealer meetings to present the com- 
pany’s 1954 line of passenger and 
truck tires, along with sales and adver- 
tising plans for the year. The executive 
team will consist of L. M. Seiberling, 
vice president in charge of sales; J. A. 
Fouche, assistant general sales man- 
ager; J. P. Seiberling, president; and 
G. A. Wiedemer, manager of sales 
training. 


Champion Offers Race Prize 


Champion Spark Plug Co. is offer- 
ing a total of $9,250 in prize money 
for the Grand National Automobile 
races sponsored by the National Assn. 
for Stock Car Racing during 1954. 
The money will go to winning drivers 
and owners who use Champion prod- 
ucts in their cars. 


Seeds for Premiums 


Sinclair Oil, like Pure and Richfield 
of California, has a spring flower seed 
give-away program for its dealers. 
Sinclair sells 100-pack lots of assorted 
flower seeds to dealers at a special low 
price, to be used in promoting spring 
change-over business. A complete ad- 
vertising program has been built 
around the seed promotion including 
co-operative newspaper ads, radio 
commercials, and special point-of-sale 
material. 


Lightweight 


and flexible 
specially made for gravity unloading 
or 
pressure discharge 





QUA-FLEX 
TANK TRUCK DISCHARGE HOSE 


Here’s the answer to the industry’s demand for a flexible 
hose that resists oils, gasoline, and stands up to extreme 
cold without cracking. Made to withstand pressures far 
in excess of normal. Reinforced with multiple braids of 
high-strength cords. Heavy cushion stock between braids 
prevents chafing. Interlaced stainless steel wires for full 
static bonding to couplings. Cover is made of the very 
best synthetic for abrasion resistance. For top service 
between truck and tank, use Qua-Flex .. . another 
Quaker quality product. 








Write for free folder and name of nearest distributor. 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


“QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 
Branches in Principal Cities 
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TIRES — BATTERIES — ACCESSORIES 





What Is Your Share of the TBA Market? 


About 2% more tires and 6% more batteries will be sold to passen- 
ger car owners, through all marketing channels, during 1954. 

In addition, motorists are expected to buy about 10% more re- 
treaded tires this year than they did in 1953. 


These forecasts are part of 
Shell Oil Co.’s annual estimate of 
the potential TBA market, just 
released by the company, and is 
an actual forecast only so far as 
tire and batteries are concerned. 

Since no production figures are 
available from manufacturers of other 
TBA products, Shell does no more 
than estimate what the automobile 
replacement market could absorb if all 
TBA sales opportunities were fully 
exploited. As the table on the follow- 
ing page shows, about 1,300,000 more 
passenger cars will be in use this year. 
It is estimated that each car will travel 
slightly fewer miles, resulting in a 
reduction of 10 gal. of gasoline per car 
per year, but a net increase of some 
8,000,000 total miles of travel. 

Shell’s estimate makes no attempt 
to calculate the oil industry’s actual or 
potential share of the whole TBA 





market. So when Shell forecasts 
modest increases of 2% in sales of 
tires and 6% in batteries, there is no 
implication that either Shell or the 
petroleum TBA marketing channels in 
general are limited by that projected 
rate of demand. They may do better 
than that, or worse, depending on 
skill and effort devoted to improving 
their TBA position. 

Tires and batteries are in a class by 
themselves. Car owners could and 
should be sold on the safety and 
economy of ditching their old tires. 
And they could and should put in new 
batteries before they get stuck. But this 
kind of selling is far from being as 
energetic as it might be, and so the 
tire and battery demand is less elastic 
than the market for other TBA mer- 
chandise. 

Total output of tires and batteries 





Send for Bulletin 


CT-102-53 


loading 





A calibrating tank, or meter prover, is essential 


in keeping your meters accurate. 


Small meter 


errors can be very costly. Here is a precision 


instrument 


which will 


quickly pay for itself. 


Designed to conform with the A.P.I. Code #1101 


WARNER 
Lewis 
Company 


BOX 3096 e TULSA OKLAHOMA 


Excel-So Calibrating Tanks come in sizes from 
50 gallons to 2000 gallons in both stationary and 
portable styles 


Division of FRAM CORPORATION 


| 
| 
| 


in past years is reported with fair ac- 
curacy by the Rubber Manufacturers 
Assn., and by the Assn. of American 
Battery Manufacturers. By comparing 
these figures with known car registra- 
tions it is possible to stake out reason- 
able bounds for the market for these 
two products. Those who sell in this 
market must expect, for the most part, 
to take business away from others in 
the field. 

Measurements Are Vague — It’s a 
different story for the rest of the TBA 
field. It is not known for certain how 
much of any single accessory was sold 
last year. And if even if such figures 
could be had, it would not prove that 
the number sold last year was a true 
measure of the requirements for a 
definite number of registered pas- 
senger Cars. 

Spark plugs, for instance are not 
replaced as often as they should be. 
Despite a tendency of some mechanics 
to throw away a set of plugs without 
bothering to test them, there are far 
too many car owners who put up with 
sluggish, wasteful engine performance, 
because nobody convinces them of the 
folly of such a course. 

For the same reason the frequency 
of filter cartridge replacements can be 
expanded considerably with benefit to 
the car owner, and profit to the service 
station operator. 


What Can Happen — And so on 
down the list of accessories in the 
Shell survey. The main purpose of 
the survey is to show the opportunities 
for a big TBA business, rather than 
to present a set of statistics. One of 
the most significant figures in the 
survey is final figure of all. It shows 
a potential gross profit combined, from 
TBA, motor oil and lubrication, of 
11.39¢ per gallon of gasoline. 

It is immediately obvious that this 
field for extra profit far exceeds pre- 
vailing dealer margins on gasoline. 

The total market figures shown here 
are impressive. Of the combined total 
of $6.5 million, about $5 million rep- 
resents TBA merchandise and related 
services, which the car-owning public 
might use if every car owner bought 
what he needed when he needed it. 

Even more impressive to the aver- 
age dealer than these over-all million 
dollar figures are the breakdowns 
showing the possible additional margin 
in terms of cents-per-thousand-gallons, 
and the potential for sales in terms of 
$148.40 per customer per year; or 
$224.17 per 1,000 gal. of gasoline. 
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National Sales Potential of TBA Lubrication and Service 
for Cars at Retail Level 1954 


This is an estimate of POTENTIAL and because all of this Basic Factors: In 1954 it is estimated there will be 43,550,- 
business will NOT go through Service Stations, it should not 000 passenger cars in use, consuming an average of 662 gallons 
be construed as an estimate of actual Service Station sales. each. This equals 432,451,500,000 miles of travel (15 m.p.g.). 


————-NATIONAL POTENTIALS—SERVICES AND MERCHANDISE AVAILABLE AT SERVICE STATIONS———— 


AVERAGE SALE - CONSUMPTION FACTOR TOTAL pot, |POTENTIAL PER 1000 GAL. GASOLINE 
° = 


AND Mileage NATIONAL PER 


| 
Sales | % Gross| Gross ¢ Per 
COMMODITY MILEAGE INTERVAL | CARS | Amount Interval POTENTIAL CAR | amount | Profit, | Profit | “gai 
| Amount “ 











Motor oils and Lubricants: 
Oil Changes and Addi- x % 
tions 6 Qts.($2.40)ea. 1500 Mi. 60 $2.40 Each 1500 Mi. .$ 691,920,000 — - 
— Oils (Convention- 
) 


5 Pts.($2.00)ea. 5000 Mi. 100% 1.20 Each 5000 Mi. 103,788,360 _ —_ 
TOTAL MOTOR OILS AND LUBRICANTS (Automatic Transmission Oils included below as “Lube Service’) 


795,708,360 18.27 27.60 
Lubrication Services: 
Chassis Lubrication $1.50 each 1000 Mi. 100% $1.50 Each 1000 Mi. 648,677,250 — _ 
Wheel Bearings (Front) 2.00 each 10000 Mi. 100 2.00 Each 10000 Mi. 86,490,300 _ oe 
Wheel Bearings (Rear) 3.00 each 25000 Mi. 25 -75 Each 25000 Mi. 12,973,545 — = 
Speedometer Cables 1.00 each 15000 Mi. 100 1.00 Each 15000 Mi. 28,830,100 - 
Crankcase Ventilator 
(Not Breather) 1.00 each § i. P Each 5000 Mi. 64,867,725 


Air Cleaner (Gauze and 

Oil Bath) .75 each i. 75 Each 3000 Mi. 108,112,875 
Parking Brake Cable 

(Set) 1.50 each i. ‘ Each i. 8,108,466 
Master Cylinder .75 each i. -75 Each i. 162,169,313 
Shocks—Refill (pair) 2.50 each i. ; Each i. 10,811,288 
Covered Springs (pair) 1.50 each i. ; Each i. 32,433,863 


Vacuum Cylinder 4.00 each i. d Each i. 3,459,612 
Univ. Joints (Disassem- 

bled) 7.00 each i. . Each i. 60,543,210 
Hudson Wet Clutch 1.50 each 5 i. a Each i. 1,297,355 
Automatic Transmission 

(T-6/mo) 8.50 each i. t Each i. 73,516,755 
Electro Hydraulic 

Mechanism 2.50 each i. 3 .075 Each i. 3,243,386 
TOTAL LUBRICATION SERVICES 1,305,535,043 


Other Regular Services: 
Battery Recharging 1.00 each 12000 Mi. 60% .60 Each 12000 Mi. 21,622,575 
Car Washing 1.50 each 2000 Mi. 100 1.50 Each 2000 Mi. 324,338,625 
Tire-Tube Repairs 1.00 each 10000 Mi. 100 1.00 Each 10000 Mi. 43,245,150 
1 


Tire Switching 3.00 each 5000 Mi. 50 50 Each 5000 Mi. 129,735,450 
Wheel Balancing 6.00 each 5000 Mi. 40 2.40 Each 5000 Mi. 207,576,720 
TOTAL OTHER REGULAR SERVICES 726,518,520 
NEW TIRES—Passenger Replacements estimated at 46,850,000 units @ $23.11 each  1,082,703,500 
RETREADED TIRES—Pass. Replacements est. at 17,607,000 units @ $11.13 each 195,965,910 
TOTAL TIRES 1,278,669,410 
TUBES—Passenger Replacements estimated at 30,712,500 unjts @ $3.34 each 102.579.750 
BATTERIES—Passenger Replacements estimated at 25,000,000 units @ $19.97 each 499,250,000 


Accessories (Necessities): ** 
Seat Covers each 25000 Mi. 80% $16.00 Each 25 Mi. 276,768,960 
Mufflers (incl. Labor) each 30000 Mi. 45 4.05 Each Mi. 58,380,953 
Shocks—Replace (pair) 1 each 20000 Mi. : ‘ Each Mi. 135,141,094 
Spark Plugs each 8000 Mi. ; Each Mi. 227,037,038 
Lamp Bulbs each 9000 Mi. ‘ Each Mi. 36,037,625 


Oil Filters (Cartridge, 
Element) 

Tail Pipes (incl.Labor) 

Polishes—Waxes 

Radiator Chemicals 

Battery Cables 


Wiper Arms 
Wiper Blades 
Mirrors 

Fan Belts 


an 

Ss 
» ANSE 
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each § i, d Each Mi. 155,682,540 
each 3 i yi Each Mi. 51,894,180 
each i. J Each i, 43,245,150 
each i. : Each Mi. 32,433,863 
each 45 i. J Each Mi. 19,220,066 


each 3 i. ; Each 30000 Mi. 12,108,642 
each Mi. J Each i. 36,037,625 
each i. Each i. 21,622,575 
each i. . Each i. 40,650,441 
Radiator Hose each i. 4 Each 20000 Mi. 32,433,863 
Hose Clamps each i. ‘ Each i. 5,189,418 
Radiator Caps .00 each \ 5 ‘ Each i 6,580,784 
Polish Cloths 30 each i. 18 Each i. 2,594,709 
Gas Caps .50 each gig ‘ Each i. 5,093,317 
Friction Tape .15 each i. j Each i 2,018,107 


Fuses .10 each aig d Each i. 1,081,129 _ _— 
Flashlights 1.00 each i. ‘ Each i. 7,207,525 _ 
Flashlight Batteries 10 each i. d Each i. 1,729,806 


TOTAL AUTO ACCESSORIES 1,210,189,410 27.79 30% 12.59 
TOTAL OTHER MERCHANDISE 544,375,000 12.50 ’ 30% 5.66 
GRAND TOTALS $6,462,825,493 $148.40 $224.17 51% $113.92 


* Estimated percentage of cars to which applies. : ’ ‘ 
** All cars may be potential, however, for realistic purposes, the estimated percentage likely to buy is used. 


moon 
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TRYING OUT his speech at the TBA convention is H. C. 
Berg, dealer sales manager for Signal Oil Co., center. Jack 
Hall, Douglas Oil Co., left, and D. W. Walsh, Pacific Coast 
manager, U.S. Rubber Co., are acting the attentive audience 


SCANNING the program, left to right: D. N. Parrott, Rich- 
field Oil Corp., Portland, Ore.; J. F. Hofer, Standard Oil Co. 
of California, San Francisco; Walter E. Anderson, Globe-Union, 
Inc., Milwaukee; and G. L. Dusto, Richfield Oil Corp., Los 
Angeles. Mr. Anderson spoke on battery merchandising 


TBA MANUFACTURERS and suppliers outnumber lone oil 
man during chat at the TBA conference. Left to right, front 
cow; R. M. Hollingshead III, Camden, N. J.; Ward Browning, 
Richfield Oil Corp., Los Angeles; Herbert D. Smith, U. S. Rub- 


INSPECTING the three-legged stool used in one of the 
speeches at the West Coast TBA meeting in Seattle March 2 
are, left to right: W. J. Matson, Tide Water Associated Oil 
Co.; James Lightburn, Purolator Products, Inc.; George R. 
Miller, Richfield Oil Corp., who used the stool as a symbol; 
and R. MaclIsaac, Mac’s Super Gloss Co. 


West Coast TBA Men 
Hold Seattle Session 


LOS ANGELES MEN occupied the speaker’s rostrum at the 
Seattle TBA conference. Left to right: C. M. Barnes, Pacific 
Coast sales manager, Firestone Tire & Rubber Co.; W. P. 
Thoreson, Signal Oil Co.; H. I. Holbrook, Union Oil Co.; 
and W. J. Whitfield, Service Station Supply Co. 


ber Co., New York; Larry Sherwood, Calvin Co., Kansas City ; 
Harold L. Danziger Hollingshead Corp.; Hugh Bullock, Mathie- 
son Chemical Co., Baltimore. Back row: Douglas W. Ogilvie, 
Fox Products Co.; Mel Piehl, Stewart-Warner Corp., Chicago 
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EQUIPMENT 


Pressure Purgers 


Faster and easier block and radiator 
flushing service is claimed for three 
new pressure purgers. New features 
include air-operated sliding valve as- 
sembly, exhaust tube and improved 
solution-saving vent tank. Constructed 
of stainless steel in a white enamel 
cabinet, the “on-the-car” flushing unit 
is adapted for complete cooling sys- 
tem service. Choldun Manufacturing 
Corp. 

Circle No. 1 on Reply Coupon 


Torque-Limiting Devices 

A line of compact, adjustable, 
torque-limiting, overload protection 
devices is adapted for use on materials 
handling equipment, packaging ma- 
chinery and related types of drives 
where overload protection is required. 
The slip-type friction clutch devices 
feature a powdered metal bushing on 





which such drive components as chain 
sprockets, V-belt pulleys or gears can 
be mounted. Eleven standard models 
give maximum torque capacities from 
20 to 620 ft.-lb. Morse Chain Co. 


Circle No. 2 on Reply Coupon 


Plastic Barrier Rope 


A polyethylene plastic barrier rope 
has black and yellow strands to mark 
restricted areas. The rope is %e¢ in. in 
diameter, light and flexible. It is not 
affected by oil and will not support 
combustion. It will not absorb dirt. 
Industrial Products Co. 


Circle No. 3 on Reply Coupon 


Safety Floor Veneer 


A non-slip, non-skid safety topping 
for use on steps and floors is im- 
pervious to oil and grease. The topping 
is a synthetic, heavy-bodied plastic 
material containing special solvents 
and abrasive fillers. It forms a thin 
veneer that is slip-proof, wet or dry, 
the company claims. It can be ap- 
plied to concrete, wood, steel, tile, 
mastic or terrazo floors. The Monroe 
Co., Inc., 


Circle No. 4 on Reply Coupon 


Readers’ information Service 


330 West 42nd Street 
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New York 36, N. Y. 
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Air Compressors 


Air compressors are described in 
a new booklet, including 27 sizes in 
five types. New features of the line, 
all covered in the 16-page publication 
are tapered roller main bearings, light- 
weight automotive-type rods and pis- 
tons, high-efficiency valves, completely 
loadless starting, constant level oiling, 
larger cooling surface and other high- 
efficiency, long service characteristics. 
Quiet operation is emphasized, the 
manufacturer says. Binks Manufactur- 
ing Co. 
Circle No. 5 on Reply Coupon 


Fire Bulletins 

A list of 15 technical bulletins cov- 
ering recommended procedures for 
protecting many difficult and unusual 
fire hazards is being made available 
to all interested companies. Ansul 
Chemical Co. 


Circle No. 6 on Reply Coupon 
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Midwest 


By Leonard Castle 





Where Service Pays Off 


A thoughtful analysis of why some 
jobbers, through their own lack of 
foresight, are losing fuel oil customers 
to natural gas, arrives from Don B. 
Condon of Ripon, president of the 
Wisconsin Petroleum Assn. 

Mr. Condon prepared the study, 
together with some ideas of what oil 
men might do to correct the situation, 
for H. F. Horning, chairman of the 
Fuels Policy Committee of the Na- 
tional Oil Jobbers Council, and sec- 
retary of the Northwest Petroleum 
Assn. 

Mr. Horning’s committee is making 
a study to determine what jobbers can 
do on a national scale to combat the 
inroads of natural gas. 

Mr. Condon, who has natural gas 
competition in Ripon, points out that 
this is one of the Independent jobber’s 
most serious problems, and one that 
the jobber so far has had to battle by 
himself. 

One of the main reasons many job- 
bers are losing fuel oil customers is 
their reluctance to set up their own 
service departments, he contends. 

“This has been brought about chiefly 
by a convenient thought that the serv- 
ice end belongs to firms who sell and 
install oil burners,” Mr. Condon says. 
“We know there can be no profit in 
service departments. That is the rea- 
son we all are so anxious to pass our 
responsibility over to the oil burner 
installation man.” 

Go Whole Hog? — Mr. Condon 
wryly observes that the ideal situation 
for a jobber would be to be fully 
intergrated and include the sales of 
burners in his over-all business opera- 
tions. In Ripon, he explains, he was 
instrumental in organizing an oil men’s 
club which includes competitive bulk 
agents and major company commis- 
sion agents. 

“It is amusing to me how they have 
openly come out in meetings, putting 
the pressure on me that I have an 
unfair advantage in maintaining a 
service department and that, for the 
good of the local oil industry, I should 
either discontinue it or make it avail- 
able for them, also,” he says. 

“My defense of this is that we turn 


4a 


REGIONS Biz interpreting the oil news 


down no one, whether he is our cus- 
tomer or not, that this service is avail- 
able between the customer and us— 
not between us and another supplying 
company. 

“. . . L also made the statement that 
no one should be a fuel oil supplier 
who can’t maintain a service depart- 
ment. That supplier is not fair to his 
customers. There are some competitors 
in this group of ours who even frown 
on automatic service. 

“My reply to them is—gas is auto- 
matic. And, if it wasn’t for our service 
department, there would be many 
people who would have converted to 
gas a long time ago.” 

The Marketer’s Duty—Mr. Condon 
contends that a fuel oil distributor 
who permits a consumer to become 
cold through oil burner failure com- 
mits a great disservice to the industry. 
It is his obligation to see that the 
burner operates efficiently and he 
should accept the challenge. 

“It is a natural for the oil jobber— 
a wonderful tool to have as a sales 
advantage over his competitor,” Mr. 
Condon declares. 

To keep competitive with natural 
gas, the fuel oil distributor must’ keep 
adding new services for his customers, 
Mr. Condon says. As an example, 
Condon Oil Co. recently installed a 
“caretaker service” for customers who 
are away from home but want their 
residences kept warm. Condon Oil’s 
service department checks the houses 
regularly to be sure that the burners 
are Operating correctly. 

The company also is planning to 
install a mid-season checkup. Service 
men would call on each regular cus- 
tomer during the winter, primarily to 
check the burner’s air adjustment. 

Selling Aids — To be competitive, 
Mr. Condon says, jobbers also should: 

1. Set up budget terms, equally di- 
vided over a 12-month period. 

2. Offer automatic supply service 
based on a degree day system of ac- 
counting to eliminate unnecessary fills. 

3. Establish an advertising budget 
for local expenditure, designed to keep 
the public aware that fuel oil is safe, 
and to emphasize the advantages of 
oil’s automatic heat. 

By following this program, Mr. 
Condon says, his company hasn’t had 
a single oil consumer convert to 
natural gas. Even in new installations 
in the Ripon area, natural gas is get- 
ting only about 50% of the customers 
with the others going to fuel oil. 

The main reason for this, he feels, 
is that the reputation built up by the 
service department convinces many 
new consumers that fuel oil is the best 
heat for them. 


Pacific Coast 


By Frank Breese 





New Marketing Venture 


The recent Union Oil-Sunset Oil 
arrangement has spotlighted two per- 
tinent developments: 

—Union Oil has been cool toward 
multiple pump and canopy-less sta- 
tions. Soon, however, its products will 
be sold through a ready-made string 
of them since the Sunset stations are 
“open form” and many of them, 
multipump. 

—Sunset is embarking on a new 
marketing program, characterized by 
varying categories of outlets. 

The arrangement provides that Sun- 
set Oil Co., Los Angeles, becomes a 
“retail distributor’ of Union Oil 
through approximately 100 Sunset 
service stations. 

In effect, Sunset becomes a whole- 
sale distributor of Union Oil in that 
it will haul gasoline ‘rom Union’s 
terminal in its own tank trucks to its 
own stations. Sunset becomes a retail 
distributor of Union in that the 100 
Sunset stations will be converted into 
Union outlets. 

The retail postings will be the same 
as those at Union Oil stations because 
Union fair-trades its products. Prices 
will be 20.6¢ per gal. for regular- 
grade and 24.6¢ per gal. for premium 
(ex 8¢ state and federal taxes). That’s 
higher than Sunset’s customary posted 
prices. 

All Kinds of Stations—Sunset is 
now doing business through five dif- 
ferent categories of stations: its own 
Golden Eagle brand stations, Craig 
Oil Co. stations it acquired, United 
Petroleum Corp. stations it acquired, 
“Thrifti” stations and the Union Oil 
conversions. 

Sunset contends that this does not 
dilute the company’s efforts to pro- 
mote its Golden Eagle brand. Its 
object is to sell the products utilizing 
the outlets that bring the greatest 
volume. 

For example, Sunset bought a chain 
of Craig stations in Los Angeles Basin 
more than a year ago and converted 
them into Golden Eagle stations. But 
when it bought the Craig chain in the 
San Francisco Bay area last Decem- 
ber, it bought out the company and 
retained them as Craig stations. Later 
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it converted some of its Golden Eagle 
units into Craig stations and feported 
“trebling and quadrupling” the gallon- 
age. Sunset reports one station jumped 
from 9,000 gal. to 25,000 or 30,000 
gal. within 30 days. 

The United Petroleum stations are 
in Oregon. Sunset’s present plans are 
to not change their identity. 

Craig stations have featured pre- 
miums which have been credited with 
jacking up volume. So, Sunset is pre- 
paring to convert 50 of its multipumps 
into Golden Eagle Premium stations. 
“There’s magic in premium coupons,” 
Sunset says. 

Another 50 Golden Eagle stations 
will be converted into “Thrifti” sta- 
tions with their own identification. As 
the name implies, they will be prima- 
rily price stations. 

With an assortment of categories of 
stations, Sunset feels it can attract dif- 
ferent groups of motorists: price- 
shoppers, premium-lovers, Union Oil 
patrons, as well as its own Golden 
Eagle followers. 

Similar Arrangement—Union Oil's 
action has been compared to that of 
Standard of California last year in 
acquiring 25 multipumps from Frank 
Urich, California self-serve pioneer. 
In both cases, the supplier companies 
got some good locations. The differ- 
ence is that Standard took the stations 
on secondary leases and has converted 
them into stations it controls. Sunset 
will control its stations, though they 
will assume Union identification. 
Union has assigned Al Grogan, one 
of its veteran marketers, to assist 
Sunset in operation, serving as a “busi- 
ness counselor.” 

As in the case of the Standard/ 
Urich deal, the Serve Yourself and 
Multiple Pump Stations Assn. has told 
its members that this may mean more 
volume for the Independents. The 
association argument is that a certain 
percentage of motorists will patronize 
Independents. Therefore, if the num- 
ber of Independents is reduced, there 
will be more business for the others. 


Station Limit Sought 


In Walla Walla, Wash., a dealer 
organization has come out for an 
ordinance restricting service station 
construction. 

The group stated: “In the past six 
months, there has been building per- 
mits issued for at least eight new 
service station outlets in Walla Walla. 
We feel as a group that this construc- 
tion is getting out of hand and that 
there is a very definite need for an 
ordinance to govern the distance be- 
tween where stations can be built from 
one another.” 


Atlantic Coast 


By 
Raymond E. Bjorkback 





How to Stop Discount Plans 


Pennsylvania jobbers have found a 
fairly effective way of taking wind out 
of the sails of the service station dis- 
count plan launched in their state by 
AAA motor clubs on behalf of club 
members. 

Under the plan, the gasoline re- 
tailer buys coupons from the motor 
club in 1¢, 5¢ and 10¢ denominations. 
When a motor club member buys at 
his station, the dealer hands him cou- 
pons representing 10% of the purchase 
price, and the member redeems them 
for their face amount at his club office. 

Jobbers are being encouraged by 
the Pennsylvania Petroleum Assn. to 
ask club directors, who are also busi- 
nessmen in other lines, if they are 
planning to give club members pa- 
tronizing their establishments a 10% 
discount. 

A hotel manager who was asked 
this question said, “No,” emphatically, 
and switched from favoring the plan 
to opposing it in his club. 

After a jobber approached another 
club similarly, it voted the plan down 
after once adopting it. 

Now several clubs have rejected 
the plan. Others still are considering 
it, however. 


A Gigantic Success 


An outline of the API school pro- 
gram and a Magic Barrel petrochemi- 
cals presentation rang the bell so re- 
soundingly at a luncheon for the 
science department heads of New York 
City’s high schools last month that the 
New York-New Jersey Oil Industry 
Information Committee is a_ little 
deafened. 

As of now, 55 of the some 180 
schools represented already had asked 
to be put on the list for the school 
program. Some were even installing 
it although the current semester’s end 
is Only-a matter of weeks off. 

The requests were still coming—to 
the point where the OIIC district office 
in New York had reached a figure of 
60,000 for number of pieces of mate- 
rial required to meet the requests, and 
was “way behind in counting.” 
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Nor were school men the only ones 
asking for the program. Oil men en- 
listed by committee “regulars” to help 
play host to the school men at the 
luncheon want the program installed 
in their outlying home communities, 
sO impressed were they on their first 
direct introduction to it. 

Besides, the committee office was 
“swamped” with calls for the Magic 
Barrel presentation. Those were com- 
ing in at such a rate (about 10 a day) 
that the committee is having more men 
coached to make the presentation. 

After arranging for coaching two 
six-man classes this month, it still 
won't have enough qualified men. So 
it’s planning to set up a series of in- 
tensive coaching courses next fall. 


Fairer Toll System 


The toll charge for a truck using 
the Pennsylvania Turnpike probably 
will more nearly reflect the vehicle’s 
actual total weight when a new toll 
collection and audit system ordered 
by the turnpike commission is in- 
stalled, in the fall of 1955. 

Through a combination of photo- 
electric “eyes,” specially designed 
weighing platforms and toll recorders, 
the trucks and automobiles using the 
turnpike will be weighed automatically, 
and their axles counted similarly, as 
they roll into toll stations. 

“Increased revenue protection and 
more equitable vehicle classification” 
is One result anticipated by the turn- 
pike commission. Says Chairman 
Thomas J. Evans: 

“The principle of weighing (a ve- 
hicle) while it is in motion and basing 
its classification on its total weight has 
long been recognized as desirable for 
determining the toll charge.” 


Contest Pays Off 


There’s a sharper tire and tube sales 
consciousness among Tide Water job- 
bers and gasoline retailers, as well as 
Tide Water sales department employes 
in the compary’s eastern division. 

What's brougat it about is a seven- 
month contest among the latter which 
sparked the introduction of Tide 
Water’s new line of Federal Flying A 
Safti-Ride tires and Safti-Seal tubes. 

For achieving top or near-high ra- 
tios of dollar sales of tires and tubes 
per 1,000 gal. of reseller gasoline in 
their respective classes, 20 of the con- 
testants are sporting new wrist watches. 

The New England department out- 
sold the New York and Middle Atlan- 
tic units. So Frank J. Weess, Boston, 
won among department sales man- 
agers. 
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BUTLER A Hl 
Routemaster 
truck tanks.... 


route-matched by 5,000 marketers 
to lower delivery costs 


Butler asked 5000 petroleum marketers, ““What do you need in a truck tank?” 
Using the marketers’ answers, they designed the NEW Routemaster series to 
lower your delivery costs with: 
NEW, reduced backtracking. You haul largest loads over your routes, with 
1000, 1200 or 1500 gallon capacity. And, with double bulkheads and plenty of 
TBA space, you carry the commodities you need—make one-trip deliveries. 
NEW, faster deliveries. You speed up emptying with smooth flow, seamless 
tube piping. New conveniences include hose tubes that open into both bucket 
box and cabinets, optional side door equipped with easy-turning rollers. 
NEW, immediate availability. You can start cutting your delivery costs now! 
Get the full profit-story on the NEW Butler Routemasters. Designed to 
answer the expressed needs of al/ petroleum marketers. Built to Butler’s high 
standards of quality. Route-matched to pay bigger hauling profits. Write today. 


BUTLER MANUFACTURING COMPANY 


‘» 
773 ~% 7454 East 13th St., Kansas City 26, Missouri 
i PRODYY 954 Sixth Ave., S. E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment * Steel Buildings * Farm Equipment * Cleaners Equipment * Special Products 
Factories located at Kansas City, Mo. * Galesburg, Ill. * Richmond, Colif. + Birmingham, Ala. + Minneapolis, Minn. 
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EDITORIALLY SPEAKING 


The prospect of an eventual “monopoly” union 
in oil and chemicals—one that will call the nego- 
tiating turn for its member locals and produce 
industry-wide bargaining—isn’t altered one whit 
by last week’s statement of intentions from the 
union merger planners. 

The statement by the Temporary Ratifying 
Committee of the proposed Oil and Chemical 
Workers International was misleading, in more 
respects than one. 

It asserted that committees of employes “should” 
carry on “all” negotiations by the proposed union. 
And that the union’s constitution would necessi- 
tate majority-approval votes on all contracts by 
covered workers. 

But it said nothing about the provision in the 
same constitution for full bargaining power to be 
held by a committee of the international. Neither 


Current attempts to line up businessmen to 
help advise the Small Business Administration 
have raised again the question of oil jobber par- 
ticipation in “extracurricular” activities. 

A recent check with the SBA showed no oil 
jobbers having volunteered or been recommend- 
ed to serve on a national council of consultants 
the agency is establishing. Yet, of all govern- 
ment departments, this recently established agency 
probably holds the most promise for oil inde- 
pendents. 

One of its prime functions is to attempt to 
aid the financing and capital problems of small 
businesses that need consolidation or expansion 
funds but have difficulty securing help from con- 
ventional private sources. 

Undoubtedly there are jobbers who would 
want to serve on these advisory bodies, but can- 
not do so because of the nature of their business. 
Some just cannot spare the time from their work. 


National 
Petroleum 
News 
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It Still Spells ‘Industry-Wide Bargaining’ 


did it say anything about several other provisions 
for effective control over local unions and their 
officers by the international. 

The merger planners suggested also that an 
industry-wide contract isn’t “proper or feasible at 
this time or in the foreseeable future.” By so 
doing, they just evaded the question of whether 
they actually are headed, in the end, for the multi- 
company contract. 

When such a union as blueprinted got big 
enough, it would, by its very size, set up the oppor- 
tunity for industry-wide bargaining. It could con- 
duct industry-wide strikes. And the union would 
be more than human if it didn’t make the most of 
such an opportunity. 

All of which is by way of saying that we still 
think that “Big Union” is just another way of say- 
ing “industry-wide bargaining.” 


But the biggest obstacle would seem to be the cost 
of traveling back and forth across the country. 

Jobber leaders are aware of this problem of 
limited jobber participation in industry and gov- 
ernment bodies, yet are unable, seemingly, to 
agree on a solution. An obvious answer might be 
for the National Oil Jobbers Council, for ex- 
ample, to provide funds for such participation. 
But here again the dollar problem crops up; 
such a fund would be hard to squeeze from the 
limited NOJC budget. 

In the meantime, SBA says its doors still are 
open for any jobber who can spare the time and 
money to serve on the national council, advisory 
body to the administrator, Wendell B. Barnes. 
And there is the hope that some Independents 
will find it possible—and make it a point—to 
serve on local units that are being established, 
under a national board of field advisors, to advise 
and consult with the regional directors of SBA. 


MORE ON FOLLOWING PAGES 


There's a Place for Jobbers as SBA Advisors 
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Pressure To Move Gasoline Continues 


By Halsey Peckworth, Jr.. NPN Staff Writer 


All-out efforts by some Gulf Coast refiners to 
move burdensome gasoline inventories were still 
watched closely by oil traders the past week. 

Premium-grade gasoline prices dropped 0.5¢ at 
the Gulf, and 70-72 oct. was off another 0.25¢. 

The low prices were helping to move some ma- 
terial, but refiners quoting from 8.75¢ for 70-72 
oct. to 9.5¢ for 87 oct. said they still had “more to 
move” at the same prices. 

Refiners in other areas generally reported few changes 
in their gasoline quotations to the trade, but they were 
keeping a cautious eye on further developments at the gulf. 

There were indications, for instance, of increased interest 
on the part of upriver buyers for Gulf Coast gasoline, and 
this caused some Midwestern trade sources to comment 
that “gasoline has everybody nervous.” 

But even some upriver buyers who were being lured 
into market because of low prices were asking for “flat” 
quotations as hedge against possible advances in quota- 
tions by refiners. They generally felt, as did many other 
sources, that the current low prices at the Gulf were of 
“temporary” nature. 

While majority of trade sources were more concerned 
about gasoline than other products, distillate sellers were 
having their troubles in the east and residual sales re- 
mained slow for Midwestern suppliers. 

Distillate Discounting Increases — “Voluntary allow- 
ances” generally ranging from 0.25¢ to 0.5¢ gal. on dis- 
tillates were reported fairly common at many points along 
the eastern seaboard. These “discounts” from quoted prices 
gave rise to belief in some quarters that general reductions 
were in the offing, although others said they doubted east 
coast prices would be cut until heating season is nearer its 
end. 

The weather was just cold enough in the Midwest to 
keep distillate stocks at fairly comfortable level, most 
sources said. Supply picture was still described as “fairly 
tight” at a few northern pipe line terminals. At the refinery 
level, however, “discounts” were offered in the Mid-Conti- 
nent to encourage tank car buyers. 

Residual Fuel Slow—Residual in the Mid-Continent and 
Midwest continued to range upward from $1.20, Group 3, 
to general trade, but was reported available at $1.00, Group 
3, for resale. Some refiners in these areas said residual 
should pick up in April when steel mills are expected to 
increase their takings. 

However, steel mill representatives trying to line up 
April supplies in Oklahoma and Kansas last week were 
said to be “talking pretty low prices.” 

Prices ranged from 0.5¢ to 1¢ gal. lower for 750 vis. to 
2000 vis. South Texas lubricating oils, when four refiners 
reduced their prices, but otherwise, there was little activity 
in lubricating oil market. 

Liquefied petroleum gas demand continued to slow down 
(see P 51). Natural gasoline prices were reported “firm” 
but demand was easing. 

Argentine Lube Bids—Argentine government received 
bids ranging from low of 23¢ gal. to high of 49.2¢ gal. for 
105,000 gals. of heavy insulating cable oil for last half of 
April delivery in drums. Six bids were submitted in New 
York as follows: Asiatic Petroleum, 26.45¢, FAS New 
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Orleans; Commerce Oil, 27.09¢, FAS New Orleans; Penola 
Oil, 41.8¢, FAS Gulf Port; Petroleum Specialties, 26.48¢, 
FAS New Orleans; Sinclair (two grades), 23¢ and 26.5¢, 
FAS Houston; and Texas Co., 49.2¢, FAS Port Arthur. 

Tetraethyl lead prices were cut during week by both 
Ethyl Corp. and Dupont Co., marking first change since 
Oct. 25, 1951, when prices were increased. 

Ethyl’s reductions were from 63.5¢ to 62.29¢ lb. of TEL 
content for motor mix and from 69.4¢ to 68.2¢ lb. of TEL 
content for aviation mix. 

Dupont reduced its TEL 1.2¢ lb., making new price for 
motor compound 38.30¢ lb. and aviation mix compound 
41.8¢ lb. 


Special ‘Gas’ Discounts—Retail price cutting continued, 
and Sun Oil Co. said it was giving “special discount” of 
1¢ off its 15.4¢ tank wagon price in Wyoming Valley area 
of northeastern Pennsylvania. Details of price wars in 
various areas follow. Prices are exclusive of state and fed- 
eral taxes, amount of which is shown in parentheses. 


Wilkes-Barre, Pa. (7¢)—Pump prices for regular-grade 
in Wyoming Valley slipped along with tank wagon declines. 
Stations handling major brands were “easy to find” at 
15.9¢; “normal” is 21.9¢. Number of outlets, however, 
continued to post 14.9¢. 


Springfield, Mass. (7¢)—Price cutting that started at 
Thompsonville, Conn., spread six miles to Springfield bring- 
ing tank wagon postings, as well as prices at many private 
brand and several major brand stations, down to 12.9¢ 
for regular-grade. Prior to cutting, private brand retail 
postings generally were 14.9¢, major brand prices 18.9¢ 
and 20.9¢. “Normal” prices for Springfield area are 20.9¢ 
retail, 14.3¢ tank wagon. 

Hartford, Conn. (6¢)—Pump prices slipped another 1 to 
2¢ gal. when a private brand and “a few” major brand 
stations reduced regular-grade to 14.9¢. Majority of sta- 
tions handling major brands continued to sell at 15.9¢ or 
16.9¢, with a few still at 17.9¢. 

Providence, R. I. (6¢)—Most suppliers met Socony- 
Vacuum’s 4.1¢ tank wagon advance to 15.5¢ for regular- 
grade and retail prices rose from low of 11.9¢ to 14.9¢ at 
private brand stations. Stations selling major brands were 
posting 16.9¢ with some at 19.9¢. 

Salt Lake City, Utah (7¢)—Three week long gasoline 
price war in Salt Lake City area ended when stations sell- 
ing major brands boosted prices to 21.9¢ for regular-grade, 
with private brand postings rising to 20.9¢. During war, 
major brands had sold for as low as 11.9¢ while private 
brands generally were 1¢ or more above that figure. 

End of price battle, which saw group of independents 
filing suit against major companies and intervention by 
state agencies, came after meeting at which majors and 
independents met with Utah State Trade Commission. 
Commission had warned that Utah law prohibits wholesale 
sales of any product at less than production cost, and that 
retailers cannot sell products for less than cost plus 6% 
Commission insisted “in the interest of protecting dealers, 
large and small, from economic disaster,” that price war 
be ended. 

Ft. Worth-Dallas, Tex. (6¢)—Major brand stations 
joined in war initiated by three groups of private brand 
stations in Ft. Worth and area between Ft. Worth and 
Dallas. Several major brand outlets reportedly were post- 
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ing prices “within 1.5¢” of the 10.9¢ and 11.9¢ prices 
posted by private brand outlets for regular-grade. 


Gulf Coast 


‘Gas’ Prices Continue Decline 


The middle of March saw further declines in gasoline 
prices at the Gulf. Premium-grade prices, and prices for 
low octane, were off in amounts ranging from 0.25¢ to 0.5¢ 
per gal., following reductions the previous week on regu- 
lar-grade. 

While gasoline prices were falling, some sales were being 
closed, giving hope to the refining trade that the current 
surplus will be worked off in the near future. Crude runs 
were off also. 

Premium-grade prices generally were off 0.5¢ gal. when 
one refiner quoted 12¢ for 95 oct., 11.5¢ for 93 oct., and 
11¢ for 90. The refiner making the reductions said that, in 
his opinion, the then existing differential of 2.5¢ between 
regular and top-grade premium was “too big.” 

Low octane, 70-72 leaded, gasoline also eased, with 
prices for this grade ranging upward from 8.75¢, down 
0.25¢. 

Several sales of regular-grade, 87 oct., material were 
reported. Three transactions were closed at 9.5¢ or “at the 
low” involving 35,000 bbls., 50,000 bbls., and a T2 cargo 
quantity, respectively. 

Distillate and heavy fuel prices were unchanged, and 
generally firm. But the quiet nature of trading in these oils 
was pointed up in idle tankers standing by for orders, 
trade sources said. 


With clean ocean rates reported “in distress,” some 
sources said the pressure to “break” No. 2 fuel prices had 
abated somewhat. Buyers at New York harbor, particu- 
larly, had cited “low” contract delivered prices for No. 2 
fuel along the East Coast. At the Gulf, No. 2 fuel was held 
generally for 8.5¢, price unchanged. 


Atlantic Coast 


Cold Snap Boosts No. 2 Demand 


A late-season cold snap gave a push to No. 2 fuel de- 
mand in eastern terminal markets the past week. The calls 
for heating oils, however, were not sufficient to arrest the 
trend to “voluntary discounts,” and Boston prices 
weakened. 

All products were in free supply, according to trade re- 
ports. Gasoline prices were easy. Marketers of residual 
fuel said that sales have fallen off somewhat, and a larger 
proportion of coal purchases by some steam utilities was 
reported in the New York area. 

Suppliers generally said their retail distillate sales jumped 
up with the continuation of cold weather into Spring. On 
the other hand, resellers still ordered product on a hand-to- 
mouth basis. Terminal operators, expecting lower prices in 
the near future, made frequent cancellations of delivered 
cargoes of distillates. 

At Boston, the majority of suppliers reported extending 
0.5¢ “voluntary allowance” on tank car sales of kerosine 
and No. 2 fuel. This “discount” previously had been 0.25¢. 

Trade consensus was that product prices in most districts 
were subject to “shading.” Gasoline prices were easy fol- 
lowing the recent reductions of 1¢ in prices for cargo lots, 
FOB the Gulf. In addition, retail gasoline wars were un- 
abated in New Jersey and a number of New England 
points. 

Spot trading in bulk lots was quiet, most reports said. 
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At New York harbor, several barge lots of No. 2 fuel re- 
portedly were closed at “about 9.3¢,” but this was not 
confirmed. Most New York harbor suppliers quoted 9.9¢ 
barges for No. 2 fuel, with 0.5¢ “discount” to net 9.4¢. 


Chicago District 


Heavy Fuel Prices Dip 0.2¢ 


Heavy fuels were quoted 0.2¢ gal. lower in Chicago Dis- 
trict last week and were firm at the lower prices. Light 
fuels and gasoline, however, were subject to discounts of 
as much as 0.25¢, according to several trade sources. Open 
market trading was quiet in all products. 

In general, gasoline marketers said they were in a period 
of “watchful waiting” for further developments in whole- 
sale prices as result of “low” Gulf Coast quotations. A 
terminal operator disclosed he had taken advantage of 
current Gulf gasoline prices and bought 83 oct. refined 
regular-grade gasoline at 10.25¢, delivered dockside Chi- 
cago, for terminaling and resale. Quotations for regular 
gasoline to the trade ranged from 12.25 to 13.35¢, FOB 
Chicago District. Some trade sources said river gasoline 
was subject to “0.25¢ shading.” 

Light fuels also were subject to “shading” where terminal 
operators sought to reduce late-season inventories. While 
range oil for the most part was quoted at 10.875 to 11.35¢, 
sources said product could be bought at “discount” of 
0.125¢. Prices ranging from 10 to 10.35¢ for No. 2 fuel 
were subject to “discounts” up to 0.25¢. 

Heavy fuel prices were down 0.2¢ on all grades. No. 5 
fuel ranged from 7 to 7.45¢; No. 6 low-sulfur from 6.2 to 
6.45¢; and No. 6 high-sulfur from 6.2 to 6.7¢. Supplier 
first to reduce his heavy fuel prices said cuts came after 
“a good look at Mid-Continent offerings.” 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Continues Unsettled 


Although gasoline prices continued unsettled last week, 
according to Midwest trade sources, some of the “panic” of 
the week before was gone. Light fuels, meanwhile, were in 
good demand from regular customers. Heavy fuels were 
described by one large marketing source as “no better, no 
worse.” Refiners’ quotations were unchanged for all 
products. 

“Gasoline has everybody nervous,” was typical of the 
comments last week as a result of “low” Gulf Coast quota- 
tions, but opinion was general that the current situation 
at the Gulf would be short lived. 

One large supplier summarized gasoline’s position, espe- 
cially where product may be influenced by river opera- 
tions, as one where seller is “sure” current situation cannot 
last, and at same time, where buyer is afraid to make for- 
ward supply commitments. 

Many trade sources said “big push” for spring gasoline 
would likely “fizzle out” in fear that the whole price struc- 
ture in upper Middle West may be due for “re-arrange- 
ment.” Key to whole situation, as pointed out by another 
large supplier, is fact that river terminal tanks are in no 
position at this time, and for some time to come, to take 
deliveries of “cheap” spot gasoline. If spring demand is 
delayed, he added, it will also delay river terminal sales. 

Several trade sources said open market prices for No. 6 
fuel had stopped their downward trend at about $1.00 bbl., 
Group 3, for resale, for time being at least. “Stopper,” they 
said, was that shipments to Gulf Coast will tend to peg 
prices until that market meets its needs. Other sources 
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OIL MARKETS 





Summary of Gasoline Prices (Mar. 16 through Mar. 22) 





Monday 

Motor Gasoline 93 Oct. (Premium): 

N. Tex. (Texas & New Mex. shpt.)........... 

W. Tex. (Texas & New Mex. shpt.)........... 

Se. ie ee OR 
Motor Gasoline 90 Oct. (Premium): 

Okla., Group 3 (Okla. shpt.)......... 

Okla., Group 2 (Northern shpt.) 

Midwestern (Group 3 basis) 

N. Tex. (Texas & New Mex. shpt.).. 

W. Tex. (Texas & New Mex. shpt.). 

BE. Tex. (Truck Tnsp.).......ccee0.+-0:: 

Cent. W. Tex. (Truck Tnsp.)......... 
Motor Gasoline 84 Oct. (Regular): 

Okla.. Group 3 (Okla. shpt.)........ ... (6)11.25-11.87 

Okla., Group 3 (Northern shpt.).............. 1 

Midwestern (Group 3 basis) 

N. Tex. (Texas & New Mex. shpt.). ‘ 

W. Tex. (Texas & New Mex. shpt.)... 3 

hy DOM, FER POND vance Wevesccacecccces 
Motor Gasoline 82 Oct. (Regular): 

N. Tex. (Texas & New Mex. shpt.).... 

ie Ws WEE IDs cd ndecdebueres ces csce 

Cent. W. Tex. (Truck Tnsp.)........... 
Motor Gasoline 60 Oct. M & below: 

Okla., Group 3 (Okla. shpt.)........... 

Okla., Group 3 (Northern shpt.)....... 

Midwestern (Group 3 basis) 

N. Tex. (Texas & New Mex. shpt.) 

W. Tex. (Texas & New,Mex. shpt.)........... 

> eels SUMO WUD, sakes cctcvhbecsi<ss 


13 .25-14.25 
13.5 
13 6-13.75 


11.5-12.7 
11.5-12.25 
11.5-12.25 


March 22 


5(3) 
5(2) 


0 .75-11 .375¢ 
10. 75-11.375 


Friday 
March 19 


18 .25-14.25 
13.5 
18 5-13.75 


(4)12 .25-13 .875 
11.75-13 


11.75-13 
11.625-12.75 


(2)13-13 .25 
13(2) 


G1 95-21 S75) 


10 .75-11 .375(2) 
10 75-11 .875 
11.5-12.7 
11.5-12.25 
11.5-12.25 


11 .5-12.25 
11.5-12 

11.5 

10.25-10 .625(3) 


10 .25-10 .625 
10.25-10 625 


Thursday 
March 18 


13 .25-14.25 

13.5 

13 .6-13.75 
(4)12 25-13 .875 

11.75-18 


(6)11.25-11 .875(3 
10.75-11 .375(2 


11.5-12.25 
11.5-12.25 


11 .5-12.25 
11.5-12 
11.5 


10 25-10 .625(3) 


10.25-10 .625 

10 25-10 625 
(2)10 75-11.8 

11.25-11.5 
(2)11-11.125 


Wednesday 
March 17 


13 .25-14.25 

13.5 

13 .56-18 .75 
(4)12 .25-18 .875 

11.75-13 


(5)11 25-11 .875 (3) 


10. 75-11 .375(2) 
10 .75-11 .375 
11.5 12.7 
11.6-12 .25 
11.5-12.25 


11.5-12 25 
11.5-12 

11.6 

10 .25-10 .625(3) 


10 .25-10 625 
10 .25-10 .625 


(2)10.75-11.8 


11.25-11.5 


(2)11-11 .125 


Tuesday 
March 16 


13. 25-14.25 
13.5 
13 .6-13.7> 


(4)12 25-13 .875 
11.75-18 


11.75-18 
11.625-12.75 


ony 25 


3(2) 
13 


(6)11 .25-11 .875(8) 


1075-11 .375(2) 
10.75-11 375 

11 5-12.7 
11.5-12.25 
11.5-12.25 


11 .5-12.25 
11.5-12 
11.6 


10 .25-10 .625(3) 
10 625 


10. 
(2)10. 


1.25-11.5 


1 -l1 
(2)11-11 125 


. (2)L1-11 125 
Motor Gasoline 92 Oct. (Premium): 
New York harbor on 16.3 
New York harbor, barges Se 15.4 
NS £20 da Codes atttee sna > inns ; . (2)16.4-16.6 
Baltimore 15 .4-16.1 
Motor Gasoline 86 Oct. (Regular): 
+ wae paper -4 ; 
ew York harbor, barges.............. 7 12-14 
Philadelphia ..... (B)13.9-14.6 
Philadelphia, barges ea 13 .8(2) 
Ba!timore 12.7-14.1 
12.75-12.8 





13 .45-14.3 


Motor Gasoline: 

Western Penna., Bradford-Warren: 
SE See ee 
86 Oct. (Regular) 

Western Penna., Oil City: 

92 Oct. (Prem.) 


15 .5-16 .65 
14.15(2) 


14.75-15 .25 
18 .75-14.15 
Western Penna., Pittsburgh: 
Oe Oly COs 6 Se Gabuenddue ces cecdscket ne 
86 Oct. (Regular) 


15.5 
18.75 


16.3 

15.4 
(2)16 .4-16.6 

15 .4-16.1 


13.45-14.3 
12-14.2 
(8)13 .9-14.6 
13 .8(2) 
12.7-14.1 
12.75-12.8 


15 .15-16 .65 
14.15 (2) 


14.75-15 .25 
13 .75-14.15 


15.5 
18.75 


16.3 


15.4 
(2)16 .4-16.6 
15 .4-16.1 


16.3 

15.4 
(2)16 4-16 .6 

15 .4-16.1 


13 .45-14.8 
12-14.2 
(8)13 .9-14.6 
13 .8(2) 
12.7-14.1 
12.75-12.8 


18.45-14.8 
12-14. 2 
13 .9-14.6 
13 .8(2) 


12.7-14.1 
12.75-12.8 


15 .15-16 .65 
14.15(2) 


15 .15-16 .65 
14.15(2) 


15 .15-16 .65 
14.15(2) 


14.75-15 .25 
18. 75-14 .16 


14.75-15 .25 
13 .75-14.15 


14.75-15 .25 
18 .75-14.15 


15.5 
18.75 


15.6 


15.5 
13.75 13.75 





believed, however, that present Gulf requirements for in- 
terior heavy fuel are “limited.” 


Mid-Continent 


Heavy Fuel Inquiry Increases 


Several steel mill representatives were active in the Mid- 
Continent the past week, trying to line up residual supplies 
for April, but refiners said they were talking “pretty low 
prices.” Meantime, lower quotations were reported by 
some refiners for residual, gasoline and South Texas lubri- 
cating oils. Open market trading was slow. 

Gasoline prices ranged lower in North Texas and Arkan- 
sas, following reductions reported by refiners. Prices were 
firmer, however, at some northern pipe line terminals, ac- 
cording to trade sources, who said material was being held 
for 0.25¢ “under published prices, plus transportation.” 
In recent past, it could be bought as low as 0.5¢ “under 
market.” 

Arkansas refiner reported reducing his premium-grade 
gasoline quotation 0.25¢ to 12.125¢, and his regular-grade 
price 0.5¢ to 10.875¢. In North Texas, two refiners reduced 
their prices for 90 oct. premium. New price range was 
12.625¢ to 12.75¢. 

Residual fuel prices dropped 15¢ bbl. in Kansas, with 
No. 5 quoted upward from $1.80 and No. 6 from $1.35. 
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Demand for prompt residual continued light and refiners 
quoted upward from $1.20, Group 3, to general trade. 

Tank car marketers said they could still buy low or high 
sulfur material at $1.00, Group 3, for resale. Trade sources 
reported negotiations going on between Oklahoma refiners 
and Gulf Coast buyers of No. 6 fuel. 

South Texas lubricating oils were lower following reduc- 
tions reported by four refiners. Prices ranged upward from 
15¢ for 750 vis.; 15.5¢ for 1200 vis.; and 16¢ for 2000 vis., 
off in amounts ranging from 0.5¢ to 1¢ gal. Same refiners 
who reduced their quotations for those grades, hiked their 
prices from 0.25¢ to 1.25¢ for lower viscosities, but lows 
of ranges were not changed. 

Distillates remained in light demand at refinery level, 
but trade sources said their were few “tight spots” along 
Great Lakes Pipe Line system, as far as supply was con- 
cerned. 


Central Michigan 
Refinery Runs Reduced; Prices Steady 


Considering fact that late March is an in-between period 
for most products, Central Michigan refiners said last week 
prices generally were steady. They were quick to point out, 
however, that stability was accomplished at the expense of 
refinery throughputs—off as much as 50% in some cases. 

Even though prices for the most part were steady, there 
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was a small amount of “shading” in gasoline and heavy 
fuels, which suppliers said they were “overlooking” except 
where loss of an account was threatened. “Discounts” in 
gasoline, according to one source, amounted to 0.21¢ off 
tank wagon prices to consumers and to private brand re- 
tailers. 

Sources said difficulty with gasoline so far is that large 
refiners have not placed their “usual” pre-season orders 
with local refiners. 

Demand for light fuels generally was good, but followed 
closely any rise or fall in temperatures. This indicated, 
refiners said, that jobbers were operating on “hand-to- 
mouth” basis with approaching end of the heating season. 


Western Penna. 


Market for Scale Wax Tightens 


Long-standing firmness in crude scale wax market was 
pointed up by 0.25¢ advance, to 5.25¢ per Ib., in quotation 
of one Western Penna. refiner the past week. Prices for 
bright stock and cylinder stocks continued weak, while 
other products were steady. 

Trade sources expressed some concern that shutdown of 
two refineries (Pennzoil and Kendall) because of strikes 
might lead to shortage of wax. Demand from domestic 
buyers continued heavy and two refiners said their produc- 
tion was sold up through mid-May, adding also that they 
had not been able to quote against export inquiries. Some 
refiners, however, still quoted 5¢ per lb. for white crude 
scale. 

Open market trading in base lubricating oils continued 
virtually at standstill, according to most reports. There 
were conflicting reports regarding shipments of branded 
motor oils with some refiners experiencing good volume 
while others said shipments had slowed down considerably. 
Refiner who had been quoting 17.5¢ for 25 pour bright 
stock reduced his quotation to 17¢ but aside from this, 
lube oil quotations were unchanged. Three refiners quoted 
16¢ for bright stock. 


LP-Gas Sales Slow 


Quiet markets for liquefied petroleum gases were re- 
ported in the Mid-Continent the past week. Propane prices 
generally were described as steady at 3¢ gal., Group 3 
basis, but producers for the most part said that sales were 
“very slow.” 

March is traditionally a slow month for LP-gases, it was 
pointed out, since many resellers hold off placing orders 
until April when, according to many supply contracts, the 
quantities taken against contracts build up “points” toward 
the next winter season’s quotas. 

Butane prices remained weak, most supply sources said. 
Product was in free supply at 2.5¢, Group 3 and Gulf 
Coast, and “about 2.25¢ gal.” in West Texas, according 
to reports. 





NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
March 22 16.12* 12.38 
Month Ago . . 16.16 12.39 
Year Ago ; 15.34 11.78 

Dealer ndex is an average of dealer tank wagon prce 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-trade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 
*Revised Mar. 15. Dealer Index: 16.14. 








Crude Oil Prices 


No changes reported in crude oil prices in week 
ended March 20. For complete crude price sched- 
ules, see Feb. 24 NPN, P. 56-57. 
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Gasoline Prices for 50 U. S. Cities 


Following are averages of prices for regular-grade 
(housebrand) gasoline, and taxes, in 50 representative U. S. 
cities on March | as reported by The Texas Co. to API. 
Figures are in ¢ per gal. (i) and (d) indicate increase or 
decrease as compared with Feb. 1. 


Posted Gasoline 
Dealer Service Tax Service 
t/w price Station (Inc. 2¢ Station 
(ex tax) (ex tax) federal) (incl. tax) 
Average U. S. d-16.22¢ d-21.60¢ 7.46¢ d-29.06¢ 
Portland , 15.80 4d-16.90 8.00 d-24.90 
Manchester f 16.50 18.90 7.00 25.90 
Burlington 16.60 i-22.60 7.00  i-29.60 
Boston 15.70 22.30 7.00 29.30 
Providence le d-12.15 4-15.90 6.00 d-21.90 
Hartford 15.60 18.90 6.00 24.90 
Buffalo N.Y. 15.20 22.80 6.00 28.80 
New York N.Y. 15.50 23.50 6.00 29.50 
Newark N.J. 15.20 f 5.00 4-21.90 
Philadelphia a. 15.40 i 7.00 28.90 
Dover , 15.40 j 7.00 29.00 
Baltimore 4 15.10 J t 29.50 
Washington 15.60 . E 28.90 
Charleston .Va. 16.40 . 7.00 31.20 
Norfolk la. 15.00 » J 29.10 
Charlotte 16.00 t . 31.50 
Charleston <. 14.90 , ' 30.00 
Atlanta ya. 16.60 , J 30.80 
Jacksonville ‘la. 16.10 . ' 29.40 
Birmingham . 16.40 * . 31.30* 
Vicksburg iss. 16.00 A y 31.90 
Memphis : 15.30 i-19. . i-28.90 
Lexington ; 17.40 3. , 32.00 
Youngstown i 16.30 , A 27.90 
South Bend b 17.00 ’ 28.40 
Chicago ‘ 16.30 22: 29.01 
Detroit Mich. 16.80 ava 29.23 
Milwaukee is. 17.30 J 28.90 
Twin Cities inn. 16.30 s d-22.90 
Fargo .D. 17.20 ' j 29.20 
Huron .D. 17.10 aS 29.50 
Omaha ’ 16.00 
Des Moines 15.90 
St. Louis . 15.70 
Wichita ‘ 15.00 
Tulsa . 14.90 
Little Rock 4 16.20 
New Orleans . 14.60 
Houston Pex. 14.70 
Albuquerque .M. 16.90 
Denver Colo. 15.80 
Casper Wyo. 16.70 
Butte Mont. 19.20 
Boise Idaho 18.60 
Salt Lake City Utah 16.90 
Reno Nev. 18.60 
Phoenix Ariz. 18.80 
San Francisco Calif. 16.10 
Portland Oreg. 16.60 
Spokane Wash. 18.80 
(*) Includes 1¢ city tax. (**) Includes 0.5¢ city tax. 





ARK. (For shipment to Ark. & La.) 


in effect March 22 at Refineries and Terminals ; oe 


CALIFORNIA 
Los Angeles Dist.: 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 
90 Oct. Prem (4)12.25-18 .875 


84 Oct. (6)11.25-11. 758} 
60 Oct. M 1025-10, 625 (8 


Okla., Group 3 (Northern shpt.) 
11.75-13 
10.75-11.875(2) 
0.25-10 .625 


11.75-13 
10.75-11.875 
10.25-10 .625 


)14,1-18.1 
i: 1-15 .6(2) 


17, 85-18 .6 
15 .85-16.1 


(2)11.45-11.55 
- 11.25(2 
17.85-18 .6 ° an... 


15.85-16.1 No. ~O rt "10.95-11 
“ ero 10.5-10.85 


“yeaa 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 


x12.125 
x10.875 


Oct. Reg. 
60 Oct. M & below... 10.25-11.25 
WESTERN PENNA. 
Bradford-Warren: 


15.15-16 .65 
14.15(2) 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 


eavy 
Light = 
Stove dist. (PS 100 
Stove dist. 1009. 


12. 3 
18.7-14.8 


E. TEX. “oo transport lots) 


42-44 
14. 75-15 .25 
1875-1415 eer above D.I. Diesel . 


No. 6 foal 


86 Oct. Reg 


Pittsburgh: 
92 Oct. Prem... .. 15.5 


86 Oct. Reg..... 18.75 42-44 w 


58 & above D.L. Diesel . 
Ohio—Quotations of 
Ohio points: 


OP Gy Bedarekecicnst 14.3 


8.0. Ohio for delivery to 


42-44 WLW... cece neee 
52 & below D.I1. Diesel... . 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


(3)14.5-14.75(8) 
(3)13 .6-18.75(2) 
18.25 


58 & above D.I. Diesel 
No. 1 fuel... 

No. 2 fuel... 

No. 5 fuel... 

No. 6 fuel 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose r 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
mess day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; 1B re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and rolatums in cents per pound, ex all fees and taxes; 
for crude oil and its protests | lawful 4 produced and transported; re- 
ported as received by OJL M and National Petroleum News but not 
guaranteed; for AT ~ f use only and not for resale or 


52 


9-10.25 
(3)$1.50-1.70 


13 .8-14.3 
1.80-2.10 
25-2 .30(8) 

10.25-13. 

10.6-14.7 


9.5-9.75(2) 
-5-9.6 
8.75-9.75 


CENT. he TEX. (Truck transport lots) 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any#Mid-Continent manufacturing 
district.) 


FOB GROUP 3 
Grade 26-70 


FOR BRECKENRIDGE 
Grade 26-70........-+0-eeeeeee 4.5 J (Quotations) 


(Quotations ) 


distribution or publication.. During period of short supply, some sellers 
and at times all sellers, withhol uotations to new customers or the 
posting of firm prices but give O LGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research thod and are minimum 
ratings, . except ~ > letter M is used to indicate that octane rating is 
by A M Motor . For further details of price_conditions apply 
to = TNPN-OILGRAM “office or see back of any OJILGRAM 
Service invoice. 


For complete prion service i dail y from nearest OILGRAM 
pptiehing office, New York, Chicago and_ Houston, address Pilatt’s 
OILGRAM Price Servien, 330 W. 42nd St., New York 36, N. Y. Annual 


Subscription rate in U. S.: $150 per year, "payable in advance. 
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Lubricating Oils 


WESTERN PENNA. 


-J-- €, J 2a Tee 
ported, to jobbers & compounders onl 


Yorons Dew eo 8 ant. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi 


Use IS6 iat vis. at 210°, %40-550 eg 8 col. 


basis, domestic shipmen 
it Stocks, vis. wens: Neutrals, vis. 4 foo, 


ath 15-17. ‘22 


Cylinder Stocks 


600 s.r., olive green 15.6 


GULF COAST—Solvent Refined Lubes. 

From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 

Beight Stock—Vis. at 210° 


a 1 1 vis., 0-10 pour test, 
96 v. x18 . 75-21 .25 


Neutral Oile—Vise. at 100°; 95 v.i.; 0-10 p.t. 
(2)14.5-15(8) 


(Vis. at 100° F. FOB S. Tex., refineries for de- 
mestic and/or export shipment.) 


(2)11-12 .25(4) 


x(4)16-17(2) 


= 
z 
g 
B 


mrp 


11-12 .25(4) 


2 


x(4)16-17 (2) 


WESTERN PENNA. 


(Bbis., carloads; tank car, 1 to 1.5¢ less) 
Snow white 7 4 
Soft whi 


(FOB Group 8) 





— of 8.0. Ohio for delivery Ohio 
V.M.&P. naphtha 
Mineral spirits & 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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E. TEXAS (Truck Trnept. lots) 
CENT. W. TEX. (Truck Trnspt. lots) 
KANSAS (For Kans., Dest'n. only) 


18(4) 
17.6(4) 


18.614) 


New York Harbor. 





7.615) 





Improve your competitive oil 
sales position immediately, by 
supplying your customers with the 
unquestioned quality of 100% 
Pure Pennsylvania lubricants! 
They are pre-sold, have immediate 
public acceptance and net you 
greater profits! 


Prices of our neutrals, bright 
stocks, cylinder oils and finished 
motor oils meeting all API classi- 
fications compare most favorably 
with those of lesser quality. We 
protect you against sudden market 
fluctuations. We ship in bulk, in 
drums, in cans, or fill your con- 
tainers at several points in the 
country, saving you time, freight 
and double-handling costs! 


Before it is too late to imnmrove 
your competitive position, write, 
wire or phone us your require- 
ments. We'll get the complete 
story, samples and prices into your 
hands at once! 


* NEUTRALS 
* WAXES 


* MOTOR OILS * BRIGHT STOCKS 
© CYLINDER OILS 





ELK 


REFINING COMPANY 


Charleston 24, W. Va. 


Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 





PRICES in effect Mar. 22 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Industrial 
Propane 


Commercial 
District 


N. Y. Harbor 


Te 8 
arene 7.75(3) 
Gulf Coast 8-8 .5x 


WESTERN PENNA. (T.C., in Bulk) 


White Crude Scale: 
122-124 A.m.p............ 
124-126 A.m.p............ 


(2)5-5 .25x 
(3)5-6 . 25x 


SEABOARD 


Melting points are AMP. 8° higher than 
EMP. ces are for carload lots. Domestic 
prices are FOB refinery; scale in bags or bbls. ; 
fully refined, slabs loose. Export prices are 
FAS; scale in bags or bbis., fully refined in 
bags or cartons. 


Crude Scale: 


N.Y. Domestic N.Y. Export 
124-126 white.... 


(2)6 .6 (2)6 .5-6 .6(2) 


Fully Refined: 
123-5.... 


125-7... ) 8.25-8.45(2) 
128-80...  8.45(3) 8.25-8 45(2) 


130-82... 8.25(2) 
133-5... 8. ) (2)8 .25-8 .55 
8.55 


.55(8 
135-7.... 3. 05-8 . 55 (2) 
138-40... 55(3) 
143-5.... an. 55 

10.55 


8.55(2) 
149-51.. ewes 


Chicago District Prices 


Prices to jobbers & distributors in tank _ 
and/or truck transport lots FOB refineri 
pipe line terminals and inland waterway Senge 
terminals. 
Motor Gasoline 
rr x13 .125-14.85 
0 x12.125-13.35 


Light Fuel Oils 


10 875-11 .35 
No. 2 fuel (8)10-10.35 


Heavy Fuel Oils 
No. 5, low sulfur 
No. 5, high sulfur 
No. 6, low sulfur 


Mexican Bunker Prices 


U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 

1.95 eeee 

1.95 8.75 
Pacific Coast 


$2.60 $5.65 
Manzanillo....... 2.60 4.75 


Salina Cruz J 4.75 


Pacific Coast 


(In Ships’ 
Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore... .. 
Seattle, Wash... .. 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


(P.S. 400) 

$1.80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


54 


Atlantic & Gulf Coasts 


Prices are of refiners, ted their refineries & tanker terminals and of tanker terminal operators 
FOB their termi Shi k prices are exclusive of lighterage. 


92 es 86 Oct. 


m. Reg. Reg 
District Gasoline Gasoline Gasoline No. 1 Fuel (*) on 2 Fuel (*) 
N. Y. Harbor. . 16.3 18 .45-14.3 cee (3)10.7-11(16) 9 .7-10(15) 
bi ‘ 15.4 12-14.2 oeee (8)10.4-10.9(15) ap. oni acs) 

.T-17.1(8) . saan 11.3(9) 3(11) 
Baltimore...... J a 12.5 ye 10011) 

do barges reer 9 .9(4) 
Baton Rouge... 11.8 oe 9 

do barges. . . 
Boston 3- i7(2) 
Charleston. . . 6-15. 25(2) 
Corpus Christi. .5(2) 





83 Oct. 
Kerosine 





13 .5-14.5(6) 13.5 
12.6-13 .25 wend 
11.5-12.5 
13 .25-14.25 (2)12.25-12.3 

25-13 .5 (2)12-12.3 

4.4-15.4 13.4(7) 

Miami 14.9 ‘ 
Mobile .6-15.4 .1(3) 
New Haven... ‘ .3(3) oss 
New Orleans. 14. 12.4 11.6 


do barges. . 
Norfolk 


(2)10.95-11.2(14) (2)9.95-10.2(14) 
11(5) 10.2(5) 





9.125-9 .25 
8. 625-8 .75 
10.65(8) 


10.2(2) 
11.1(9) 10.1(11) 
(3)10.3-10.4 9.4(3) 
10.3 
11.05(7) 
11.1(2) 
11(10) 
10.9(9) 
11.8(5) 
11.3(9) 
11.2(9) 
(2)13.1-13.4(4) 11.8(7) 
12.9-13 .3(5) 11.7(8) 


12 .4-13.85 12.07 11(7) 


do barges. . 
Jacksonville. . 





8.7 
10.05(6) 
10.2 





Philadelphia... 10(10) 


o barges. . . 

Pt. Everglades. .9-15.7 

Portland....... 16 .8-17.1(3) 

Providence... .7-17(8) 

ee -6-15.7 
14,2-15.6 


4-15 .35(2) 


10.2(9) 
10.65(7) 
10 .55(5) 


10.2(7) 





Gas House 
Gas Oils No. 5 
(*) No. 4 Fuel Fuel 
N. Y. Harbor... 10.1 (10)$3.22-8.78 $2.77 
do barges.... .... (10)8.19-8.68 2.74 
Albany 0.7 98 a< 
Baltimore. . : 2.80 
do barges.... ... 2.74 
Baton Rouge... ; 2.42 
do ba: , : 


Diesel Oil (*) Light Diese 
Shece Plante Ships’ Bunkers Heavy Diesel 
(50 ect., 55 d.i.) (45 ect., 45 d.i.) Ships’ > Ganibass 


10.4(8) 4.29(4) 
10.7(4) 





pees 39 i 
a -21(5) (8)10.4-10.6(3) 
Pabe 1¢.3(2) 





Houston bbs 
Jacksonville... “all 10.65(6) 
10.65(2) 





New Haven... pene ‘ i 10.5(4) 
New Orleans. . ewer ‘ 9.7-98(2) 
od 15 





Philadelphia... . : * .99(6) 
do barges... os 
Pt. Evergiades.. neee 
3 .21(3) 





-80 10.65(5) 
eee 10.55(6) 


10.3(2) 


.473(5) 
-429-4.431(4) 
4.30(3) 


No. 6 Fuel 
No. 6 Fuel No Sulfur 
No Sulfur Guarantee 
Guarantee Barges 


ONE -36.e) $2.25(15) 


-25(6) 

98 
32(6) 

.82(2) 
98 


No. 6 Fuel 

No. 6 Fuel Max. 1, % 
Max. 1, % Sulfur 
Sulfur Barges 

N. Y. Harbor. (2)$2 .35-2 43 (2)$2.35-2.40 

rrr 

Baltimore...... 


Baton Rouge... 
B 


] 





Charleston... 
Corpus Christi. 
Houston. 

J acksonville. .. 





= 
porens|- nono) roto | nnd | DOLD 
22 bo) - o 
eo 


98-2 .00 
21(6) 
18 





New Haven... 
New Orleans. . 
Norfolk. .. 
Pensacola 
Philadelphia... 20-2 .22(7) 
Pt. Everglades. .15(2) 
Portland....... .29 
Providence... . / 2.26(4) .26(3) 
Savannah. . 2.20(4) ae $ :- 20(5) 
- 2.13(4) wi 2.13(5) 


(*) At Atlantic Coast refineries and terminals south of Maryland, and at Tampa, prices of some 
sellers to bulk commercial consumers are 0.15c higher than prices shown above. 





2.282 30(3) 


2 25-2.278) “30-2. 2216) 
7 15(3) 


PO pO NO] PONY PO) MPO PO rm none» 
POPS ND NY] NO PO po] PONTO | PO DO 
+ 2a ae te 


2.44-2.54 2.41 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
refiners, export agents, or tanker terminal operators. The figure in parentheses after each price 
the ber of companies quoting that price. 





Aviation Gasoline (MIL-F-5572) 


Grade 115/145.. 19 .75(2) 
Grade nae 18 .25(2) 
Grade 91/96.. 17.25(2) 


oa Poa (MIL-P-56240) ) 
Grade 


Kerosine & Light Fuels 
9.5(2)-9.625(3)-9. 75 (2) 
8 .5(2)-8 .625(2)-8 .75(4) 


9.5-9.75(3) 


aan aeten 
95 Oct. Premium 
— 12 .76-18(2)-18 .25(3)-13.75 
93 Oct. Premium. xll Ls _. 12.5(2)-12.75-13 
90 Oct. Premium... ~11.5-12.25-12.875 
87 Oct. Regular.. 9. r™ io@y-i0. 6-11-11.75(3)-12 
83 Oct. ee 
9.25(2)x9. ee oe eee 
79 Oct. 9(2)-9 5-10-10 375-10 .75 
70-72 Oct. Leaded. 8 .75-9-9.75-10-10 5” 


8.5(4)-8.75(2) 
8 .625(4)-8 . 75-8 .875(2) 
8 .75(4)-9(2) 


43-47 Diesel Index 
48-52 Diesel Index 
53-57 Diesel Index 


Heavy Fuel—Cargoes 
No. 5 Fuel, 0-10 p.t. 
Bunker “C” Fuel 


Middle East Crude Prices 


ge 4 are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 
Persian Gulf 
Gravity Price Effective Date 
1-27-53 
1-21-53 
7-24-53 


Crude Company 
Arabian Esso Export 
Arabian M. E. Crude Sales 
Arabian Soc.-Vac. Overseas Supply 
Basrah Esso Export 
Iraq Anglo-Iranian 
Iraq Shell Petroleum 
Iraq Soc.-Vac. Overseas Supply 
Kuwait Anglo-Iranian 
Kuwait Gulf Exploration 
Anglo-Iranian 
Esso Export 
Shell Petroleum 
Soc.-Vac. Overseas Supply 39-39. 9 


Loading Port 

Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 

Fao, Iraq 

Fao, Iraq 

Fao, Iraq 
Mina-al-Ahmadi,‘Kuwait 
Mina-al-Ahmadi, Kuwait 
Umm Said, Qatar 

Umm Said, Qatar 

Umm Said, Qatar 

Umm Said, Qatar 
Eastern Mediterranean 

Sidon, Lebanon 

Sidon, Lebanon 

Sidon, Lebanon 

Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 


7-24-53 


DODO DD ee ee ee ee 


Esso Export 

M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 

Esso Export 

Shell Petroleum 

Soc.-Vac. Overseas Supply 


7-17-53 
7-21-53 
7-24-53 
7-16-53 
7-17-63 
7-20-53 
1-24-53 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and /or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2e per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices — by schedule shown below less le per bbl. 

Price Effretive 

Crude Gravity Api $/Barrel FOB Date 
Bachaquero Ping Tekin . $1. Las Piedras or Amuay June 23, 1953 
Tia Juana Heavy.... Amuay June 23, 1953 
Lagunillas Heavy.... Las Piedras or Amuay Jan. 1, 1954 
Tia Juana Medium... Amuay June 23, 1953 
Tia Juana 102 L.P.... Amuay June’23, 1953 
Tia Juana Light Amuay June 23, 1953 
Las Piedras or Amuay June 23, 1953 
June 23, 1953 
June’ 23, 1953 
June’23, 1953 
June 23, 1953 
June 23, 1953 
June 23, 1953 
pi June 23, 1953 
Capure (Pedernales ) Jan. 1, 1954 


= 00 DO PO PO PO GO COND PORNO NO fo 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 
New York, N. Y.... .6(2) -1(2) $2) 
Siekeinies 9.7 2 17.7 


Houston, Texas 


. Vain dee 6 6 
6 6 
New Orleans, La. (Baton Rouge) 56 5 
tied can we 5 56 
Toledo, Ohio. 1 .6 


Lake Port Terminals 


Buffalo 
92 Oct. Premium...... 17.4 


15.2 

12.7(5) 
11.95(3) 
11.45(4) 
8 .85(2) 


11.85 
11.75-12.05 
(2)11.75-11 .9(2) 
(2)10.75-10 .9(2) 
8.1(4) (2)7 .6-7.6 
7.35(4) (3 
(a) Delivered Cleveland. 
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BARKOW PETROLEUM CO. 
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DOMESTIC and EXPORT 
Richmond—Seattie 
P. O. Box 335, Point Station 
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or 
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Uniform High Quality 
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Maine to South Carolina 
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PATENT CHEMIC 
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Poterson 4, New Jersey 
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Spoce Rates. 
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PRICES in effect March 22—Tank Wagon 


_ Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
column cuando, 2c federal and state taxes; also city and Ala. 1/4 
Kerosine tank —$- -l, y-7-4& \—-+ 





dnsees bevecine ‘taxes where levied are 


unless otherwise 





if any, are shown in footnotes. These prices in effect March 22, 1954, 
their headquarters’ o 


as posted by ies 
but 


marke! 
subject "to later a 


© & & Seesceooeoooe oe © &: Scesooooo 
- 
aA HF FAOACASSLeQe3 202 6S ~~ Ow 


woo 
oo 


20.0 
23.0 


Heavy Fuel 1 eee 
Philadelphia, Pa. 


Notes: 

Kerosine—Thru Pa. & Del., add 1 ¢ per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—aAdd lc for deliveries of 100-299 
gals., 2c for less n 100 gals. 

Minera! Spirits prices also apply to Stoddard 


Solv: 
®March 9, xMarch 12, “March 


No. 6 
6.36 


ent. 
on dates: 


Cont’! 
Oil 


(N. B. Prices are Continental’s tank- 
wagon prices. Current Prices 
a A vary from those shown 
of local conditions.) 


00 00 00 &© G0 G0 G0 ~3 G0 G0 G0 00 G0 G0 OP Ge Ge 
ANNOMMNOSSOSCOSSOSSS 
mH wWivte OS WO DMDOMWMOR: 


ee 
CSBOCAOALDR 00 


a tax column includes these city tax- 
: Albuquerque & Roswell, 0.5¢; Santa Fe, Ic; 
Cheyenne, le; Casper, lc. 


Salt J ®t City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals. ; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 


Notes: 


T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.3c 
above regular. 


56 


1/20c; C. 1/4¢; 
Tenn. dies and 


Standard of , C8 EY RON 


—_ 
aa 
an 


WOWOARMDAMA DID? 





ee et et et bt bt et 


ee Lad 
BOAMBDABAAwBDBW~) 
POI DOO WII OO 
ocomooaanonoooso 


REVSLVRVsNBsss Ps 
coor 210 G0 om mete amin 2 oF 


tat tat pt pt 
_ 





bo 


oe 
SSAA SSe ewe mT 
ee eee 


Roise Ae one me jes to 2 meter fuel only ; 
5e state. 


a 
“Salt (al Lake—Te oe = —4 -. to motor fuel 
only; avgas taxes are 2c f. 
Honolulu—8.5c¢ gas 4 
taxes are 2c q 
to iesel/furnace oil 
le territorial liquid fuels tax. 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other Chevron 
py eal and Chevron Aviation 8i/s", add to 
als.-and-over price 1.0¢ for 40-199 ; 

° 5e for =~ gals., except for deliv: to 
Marine trade Alaska (excluding Chevron 
Aviation 80/87) "where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0¢ wal; except at Honolulu add 5.0c for 
0 gals. Marine trade and less 





n Chev- 
ron (Regular) for “quantit delivered. For less 
than 40 gal. deliveries, id 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. (Marine) and 
less than 100 gals. —— ye ~ to Chev- 
ron Aviation 80/87 quantity delivered prices, 
re - 91/98, 5.0¢ for 108/180 and 8. for 
115/14 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer; deduct 1.5¢. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For er deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 

*Standard No. 2 Burner Oil. 


Humble 
Gasoline Gaso- Kerosine 
Regular line Tank Re- 
.W. Retail Taxes Wagon tail 
14.8 20.1 17.5 
17.5 
17.5 
17.5 


Humble 
Oil 


Dallas, es 


Houston 14. 
San Antonio.. 15.0 
Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


Inspection fees per fei: inc lostated in beth gasoline and kerosine prices, 


follows: 
40c on gasoline; "ark. 1/206; Fla. afte; I et | int. 2/25¢; 
Kans. 1/10Rss La. 1306; Minn. 5/200; 


Mo. 1/25ei Neb. 2/100¢ Nev. 
1/20c; Okla. 2/25¢; Ss. C 1/8e; S. D. 1/40¢; 


ise. 3/100c. 


, Kerosine inspection fees only: 


Ala. 1/2c; Iowa 1/50c; Mich. 1/5e. 


Esso 
Standard 


T. 
a a N. J.. ; 


Fpoodys Grade) 
jar 
Gasoline 


Oe pet et ret pt et pret feet et et pret pet et pet pet pet fet et pe fet pet et Pet pt pt fet et 

AAMAS APA AAHEAMAAAARAARMAAMAAIAH a 

AAPWAIGOGO VAL AE AGCOHH NONI OH OONAG 
HDOOOGOOOGOGOOOOOOOGOGGGOAIIIADHDHHHInwan 
mocooocoooc ooo ooo OSC OOOO Oe OOo Oo oOooSSO 


— 
a 
we 


Naphthas T.W..& Steet Bbis. 
mn Spirits V.M.AaP. 
24.0 25 $ 


16.7 
25.5 


17.2 


FUEL OILS—T.W. 
No.1 No.2 No. 4 eee 
Atlantic City, N.J. 14.4 18.4 Y 
Ni k 14.4 18. : $3744 
13 3.79 
 ¥ 9 4.06 


J 
hed 
roa, 


Cer ewOwre wwe 
Oar OAIDoO®w 


te et et et et bt bt pt 


ee 
oe 
now 


Taxes: Louisiana kerosine prices do not tushote 
ie a 

: Kerosine No. 1—Atlantic City prices are 
ror yt of 300 or more; add le for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 

Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 


(Prices are per imperial 
arrive at price per U. 
subtract 1/6th.) 
(Esso Gasoline 
Regular Grade) Kero 


Imperial 
Oil 


a 
cooooooeoooooo 


SRELSSARKRSES! 
COSHH WAH ON 


Vancouver, B. C. 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2c 
above regular. 

*Price is for Premium-grade. 
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PRICES in effect March 22—Tank Wagon —Cont. 


Socony Vacuum 


Mob 

Grade 
Gasoline 80 ° . 
Taxes T.W. Tw. TW. TX. TA. 


6. 


s Aircraft 
—e a Mobilgas (Regular Grade) 
Cons. Dir ‘ons. Dir. 


T.W. 


Mobilfuel 
Diesel 


T.W. T.C. 


Mobilheat 
we 2 Fuel) 
¢ T.W. 


Mobil Kerosine 


T.W. T.C. Yard 
ag RS York —— . 


“ 


eens 
Richmond. . . 

Albany, N. Y.. 

Bin peaaten . . 


an 


Mt. Vernon. 

ae arms 

Rochester . . 

Syracuse . ae 

Bridgeport, Conn... 
anbury 

Hartford. 

New Haven 

Bangor, Me.. 

Portland........ 

Boston, Mass... 


[to BS meawwoe: oa 
1 el wl WO! wae 
lo! Mao we een mawe ao: 


ROMO Mero: OAIAIO:  - 
| RWeOKE: Howe wRawo: 


14. 
15. 


o 


12.5 
13.0 


eccooooocooooscoso SSeS SoOooSooSoSoSO 
09. Aa FED 0001 BOS OH DONO DONO MONON EY 
PY ete ett ter ter te er rr 
WOOMDHOMOIDS. Be Re RoMH IS ww~w~e 


AIARAAIAAIAWWOWARAAMAAAARAARAAARH 
Caneaaarnwen aaornnoawanwoonm 


Tank Wagon Prices Buffalo N. Y. City Rochester 
eS ~-y inte end «pene aanenel 19.5 18.0 20.5 


-M Naphtha.. 21.6 19.5 22.5 


Taxes: N.Y.C. prices ¢ are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
ts: Mobile Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel All points, tank wagon less 0.5c for Eiivestes of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. gets are delivered prices, all other T.C. prices are FOB bulk terminals. 
Effective dates: §§J March 8, x March 9, 4 March 13, @ March 16. 


Oh Sohio X-Tane Gasoline 
io Standard c (Regular Grade) 
‘on- 


sumer 
T.W 


Aviation Gas.-Cons. T.W. 

Sohio Sohio Sohio 

Avia. A Avia. 
80 00 


Naphtha & i y re Te 2, 
S.R. D.C. V.M.&P So 
Sol- Naph- Naph- rad 

tha tha vent 


Gasoline 
‘axes 


Varno- 


Kerosine No.1! 
lene T.W. Seo 


8 
Fe 
2 


( 
( 


7 

7 

7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 
7.0 


Cincinnati. | __ 
Cleveland. ... 
Columbus. .. 


{90 30 20 00 G0 00 G0 G0 + 00 G0 G0 
0 bo b0 bo 0 bo co to & bo co oo 
weve vvowovoooe 
eee eee ee 
SSEEEEEEEBEEE 
ecooooooeoooosoo 
SEUSESEENEEERE 
coocoooooososoo 
BEREREEEEEREE 
eocoocoooooosoo 
BREBERRRREERS 
coocoooooooooo 
woah aaa 
was aa aa aaaaans 
ee 


Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by gupperting 


A-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add 1c per gal., 1-49 gals. add 2c per gal. 
ge | » | eats and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 
ga 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted ; s.s. prices are at company operated 
stations 


purchase with State Tax Exemption Form 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown Ss i] 
(Reg. Grade) Gaso- Kero- 100 100- 
Cons. Dir. line sine 1-99 als. 175 
T.W. T.W. Taxes T.W. gals. over gals. 





Furnace 
100- 175- 350 
349 849 gals. 
gals. gals. & over 


850 
als. 
over 


Chicago, Ill... ... 


4 
i) 


Wichita, Veen. 
, Nebr. 
Fargo, N. D 


uron, 8. D. o dae os 
Milwaukee, Wisc.... . 


CAITR wWwWOtw 
DAIIVOIRIAAAH 


eoocosooous 
SanOnow~awree 


_ 
= 
J 


14.5 


—— 


Fuel Oile—T.W.—Chicago, I. 

Standard Stanolex 
Heater Oil Furnace Oil 

~99 gals. 15.3 

100-149 gals ain s 

100-149 gals.... 

150 gals. & over. 

100-399 gals...... 

400 gals. & over. 


-_ 
CSoveeerernroowvrvrvree 


a a 

COR eH arwanweaononar 
SoesocoeoosoooooooscSo 
naanawnnwnaoaanuaeneorn 4 


Gasoli tax I includes these city & 
county taxes: Mobile, 2c city; Birmingham, lc 
county; Montgomery, le city & le county; 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 





Stanolex 
Fuel C 
9.0 


Stanolex 
Fuel A 


1-749 gals. . _— 10.15 
750 ga . & over 9.4 8.25 


Taxes: St. Louis, Mo., gasoline tax includes 1c 


eooooooeoo°o 


San Antonio 
Port Arthur. 


NONwSCSOBOSORH 
DAARAARAAAH 


o 
So 


city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 4c state tax. State 
sales, occupation, consumer & use taxes to be 
added where applicable. 

*“Temporary” price. 


Notes: Dealer t.w. prices apply also to all 
classes of consumers with minimum delivery 
of 50 gals. 

Premium-grade gasoline t.w. prices 2c above 
regular. 
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Notes: 


Premium-grade gasoline t.w. prices 2c above 
regular. 
Cons. t.w. prices same as net dealer prices. 


57 





STATIONS 


100 Sunset Stations 


Shift to Union Products 


Union Oil of California has added 
100 Service stations to its chain 
through an agreement with Sunset Oil 
Co. under which Sunset will retail 
Union’s products through those sta- 
tions, but Sunset will retain control. 


Union Oil, however, has assigned 
one of its own marketing men to act 
as a business counselor, helping with 
merchandising and operational details. 

The stations will all be converted 
to Union colors. Some units are al- 
ready being repainted to conform with 
Union’s orange, biue and white color 
scheme. All of the stations are in the 


FUELS 


Los Angeles Basin. 

Sunset will use its own equipment 
to haul gasoline from the Union Oil 
refinery. 

Sunset has been acquiring stations 
on a large scale for the past two 
years. It has taken over the Craig Oil 
Co. units in the Los Angeles and San 
Francisco Bay area, and the United 
Petroleum marketing facilities in 
Oregon. Union helped Sunset finance 
the purchase of the Craig stations. 

In an action similar to the Union. 
Sunset deal, 25 of the Urich multi- 
pump stations were acquired by Stand- 
ard of California last year through 
secondary leases. Standard has now 
converted them into three types of 
outlets: lessee stations (Chevron), com- 


pany operations (red, white and blue) 
and Signal stations (a division of 
Standard and separate marketing 
unit). 

Good locations were acquired by 
both Union and Standard in the two 
transactions. 


Station Sales Up 7% in ‘53 


Service station sales during 1953 
were almost 7% higher than the total 
for 1952. Sales during 1953 climbed 
to more than $10.5 billion, compared 
to a total of just under $10 billion in 
1952, says the latest Census Bureau 
report. Estimates placed February, 
1954, sales 1% higher than February, 
1952. 


Gasoline Consumption by States, December, 1953; 


Alabama 
Arizona . 
Arkansas 
California 
Colorado 
Connecticut . 
Delaware 
District of Columbia 
Florida 
Georgia 
Idaho . 
Illinois 
Indiana 
Iowa 
Kansas ‘ 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada ° 
New Hampshire .. 
New Jersey 
New Mexico 
New York ... 
North Carolina 
North Dakota 
hio .. ° 
Oklahoma 
Oregon 
Pennsylvania . 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Utah 
Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 
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Total 

Daily Average 
Change from previous year: 
Total change 


3,911,172,000 


(American Petroleum Institute figures) 





Nov. 1953 
Gallons 


58,833,000 
28,018,000 
38,625,000 
422,285,000 
38,896,000 
48,888,000 
9,279,000 
16,114,000 
92,042,000 
79,247,000 
17,312,000 
202,956,000 
110,699,000 
76,532,000 
65,225,000 
54,528,000 
61,376,000 
20,134,000 
52,148,000 
84,747,000 
173,859,000 
79,783,000 
42,602,000 
105,351,000 
18,483,000 
37,268,000 
7,952,000 
11,522,000 
121,913,000 
24,570,000 
246,792,000 
94,448,000 
18,699,000 
221,370,000 
62,985,000 
44,130,000 
204,898,000 
15,954,000 
46,417,000 
23,973,000 
68,978,000 
356,439,000 
18,889,000 
8,865,000 
81,855,000 
61,435,000 
36,247,000 
86,531,000 
11,080,000 


Dec. 1953 
Gallons 


61,790,000 
29,676,000 
38,743,000 
450,871,000 
38,469,000 
52,584,000 
10,481,000 
17,712,000 
107,657,000 
81,698,000 
15,090,000 
207,768,000 
121,099,000 
70,369,000 
68,171,000 
56,627,000 
68,948,000 
20,373,000 
57,470,000 
93,788,000 
177,891,000 
71,650,000 
44,319,000 
114,189,000 
16,291,000 
37,013,000 
7,604,000 
12,214,000 
134,220,000 


Dec. 1952 
Gallons 


60,511,000 
29,082,000 
36,553,000 
381,946,000 
38,080,000 
49,503,000 
9,749,000 
17,839,000 
101,135,000 
80,924,000 
14,750,000 
206,301,000 
109,781,000 
67,944,000 
63,265,000 
54,458,000 
57,782,000 
19,703,000 
54,821,000 


110, 928,000 
15,988,000 
36,202,000 

7,049,000 
11,139,000 

130,997,000 

24,573,000 


91,778,000 
14,920,000 
214,778,000 
67,290,000 
41,046,000 
219,728,000 
17,420,000 
48,018,000 
19,793,000 
79,846,000 
406,596,000 
18,958,000 
8,461,000 
89,015,000 
62,035,000 
34,788,000 
84,205,000 
9,977,000 


203,593,000 
65,578,000 
42,160,000 

209,836,000 
16,246,000 
49,393,000 
19,274,000 
78,900,000 

347,854,000 
18,010,000 

8,008,000 
87,155,000 
60,475,000 
35,136,000 
82,974,000 
10,148,000 

3,863,192,000 

124,619,000 


4,103,532,000 
132,372,000 


+240,340,000 


130,372,000 
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12 ame Ending With, 
Dec. 1953 Dec. 1952 
Gallons Gallons 


726,090,000 685,486,000 
331,889,000 314,350,000 
463,565,000 448,207,000 
4,874,653,000 4,487,131,000 
540,419,000 525,684,000 
609,966,000 573,906,000 
127,202,000 117,325,000 
204,228,000 207,617,000 
1,139,032,000 1,057,776,000 
972,852,000 927,151,000 
233,141,000 220,490,000 
2,544,997,000 2,445,212,000 
1,497,229,000 1,393,038,000 
1,029,109,000 1,006,271,000 
882,164,000 831,535,000 
686,466,000 656,183,000 
702,355,000 651,426,000 
264,702,000 252,601,000 
677,951,000 644,755,000 
1,069,925,000 1,044,376,000 
2,305,730,000 2,129,577,000 
1,044,388,000 1,003,968,000 
517,410,000 498,665,000 
1,387,051,000 1,359,819,000 
257,314,000 249,632,000 
531,662,000 513,327,000 
105,815,000 95,918,000 
153,423,000 143,844,000 
1,587,990,000 1,487,170,000 
302,348,000 282,273,000 
3,134,504,000 2,941,456,000 
1,144,530,000 1,084,672,000 
279,159,000 

2,463,122,000 

793,402,000 

568,257,000 

2,480,338,000 
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588, 436, 000 
308,804,000 
878,644,000 
4,610,603,000 
257,563,000 
112,174,000 
1,047,179,000 
797,456,000 
417,239,000 
1,132,764,000 
155,316,000 


3, 933, 866, 000 
239,221,000 
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759, 398, 000 
407,574,000 
1,084,252,000 
148,725,000 


46,438,819,000 
126,882,000 
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“49,459,817,000 
135,506,000 
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+3,020,998,000 


+ In general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether it was for a taxable or non- 


taxable purpose. 


t These are state tax rates per gallon. In addition there is the federal tax of 2¢ per gal. 


* Gain was less than 1/10 of one percent. 
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CLASSIFIED 





UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. Te figure ad- 
vance payment ceunt 5 average words as o 
line. (See { on Box Numbers.) 
POSITION WANTED. Undisplayed rote is one 
holf of above rate, payable in advance. 
PROPOSALS, $1.50 cents @ line an insertion. 





INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ods. 
DISCOUNT OF 10% if full payment is mode 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch fer of 


AN ADVERTISING INCH is measured %& 
vertically on one column, 3 columns—30 inches 
—to a page. 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS, 330 W. 42nd St., N. Y. 36, N. ¥ 
SECTION CLOSES each Wednesday, one week preceding date of issue. 














DISTRIBUTORS WANTED 


Expansion program for Virginia, North Caro- 
lina, South Carolina and Ohio for distribu- 
tion of a full line of lubricating oils avail- 
able in drums and —_ plus a complete 
offering of Gear Oils and Greases. 





REPLIES (Box No.): Address to « 
NEW YORK: 330 U 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN FRANCISCO: 68 Post St. | 


fice nearest you 
. 42nd St. (36) 


{)))) EMPLoy WENT 








to Motor Car Dealers, Motor Truck and Bus 
operators, Farm Equipment, etc. If qualified, 

itorial rights will be arranged. 
Details in full please. 


RW2101 National Petroleum News 
330 W. 42 St., New York 36, N. Y. 














“MANAGEMENT SERVICES © 





JOSEPH H. SALMON 
PERSONALIZED MANAGEMENT COUNSEL on: 
Petroleum Refining — Marketi ing — — 


a Ae. NEW PROJECTS — SURVEYS 





RANGE PLANNING 
PETROLEUM CONSULTANT 
a East 57th St., New York 22 

Telephone — Plaza 9-1450 











An advertisement in NPN’‘s Classified 
Section will bring you quick, effective 
results at low cost 
soy Ey PETROLEUM ~ yf 
330 W. 42nd St., New York 36, 
WRITE TODAY 











ADVERTISERS INDEX 





Betts Machine Co. 61 
Bowser, Inc. .. 37 
Brodie Co., Inc., Ralph N. 2nd Cover 
Butler Mfg. Co. 46 
Continental Oil Co. 38 


Deep Rock Oil Corp. 55 

Dorward & Sons Co. i) 

DuPont de Nemours & Co., 
E. I. 


Inc., 


Eaton Mfg. Co. 3rd Cover 
Elk Refining Co. 53 
Enjay Co., Inc. 25 
Erie Enameling Co. 30 


Fram Corp. 63 


= Position Wented ——————— 


Salesman with 10 years e rience in wholesale 

and retail marketing of Petroleum products. Prefer 

Western states with independent jobber. Presently 

—_ ved. References. PW-2201, National Petro- 
PY Vews. 


| EOUIPMENT:-sed-surps 


-For Sale — 
For Sale, 1947 Federal Fuel Oil & Gasoline Truck, 
1050 gallon, 3 compt., Heil Tank, Brodie Printing 
Meter, Pump, Electric Reel, Fully equipped. Pic- 
tures. $1275.00. Petro Products, 1016 <i Hawley 
Rd., Milwauke e 8, Wis 














—= Wanted - ——=— 


Used 1000 to 1300 gallon truck tank, must be 
in good condition. Stevens Oil Co., Traverse City, 
Mich. 


BUSINESS OPORTO 

















Gy Ste sess : 





Prosperous Oil Co., distributing major "brand 
products, vicinity Pittsburgh, Penna. Large fuel 
»il and gasoline volume. Excellent future prensa. 
Robinson Oil Co., R. D. #1, Coraopolis, Pa.; 
Phone—CArnegie 1185 


Fruehauf Trailer Co. 


Geuder, Paeschke & Frey Co. 
Goode Co., W. B. 


Hartol Petroleum Corp. 


National Cash Register Co. 

National Hose Div. Metal Hose 
& Tubing Co. 

Neptune Meter Co. 

New England Petroleum Corp. 

Newberry Equipment Co. 


OPW Corp. 
Oronite Chemical Co. 


Patent Chemicals, Inc. 
Penn-Central Oil Co. 
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STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap. 


Cleaned — Painted — Tested 
Heavier — Safer — Cheaper 
Other Tanks Too 
4000 ond 10,000 Gal, Cop. 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
New York 7, N. Y. 
Phone: COrtiandt 7-8090 














FOR SALE 


Sin oe or TANK TRAILER, 12-2500 te 
imobite, 1 to 5 H itcad trem 


$850.00 te 10" $1750.00. 


TANDEM AXLE TANK TRAILER, 32-4500 te 
7500 gallon r. Freuhouf, Standards, Fraziers, 
Treilmobite, to 6 5 SS, Priced 
$1750.00 to $5250.00 


TANDEM AXLE ASPHALT ON ge 9-3600 te 
5500 galion units. insulated, steam coils, er 
burners, Priced from $1750.00 ‘to $5500.00. 

WE TRADE conaneee, DELIVER. PICTURES & 


DATA ON REQUEST 


Buy from BRUCE E. HACKETT CO. 
621 West 58 St. Kansas City, Me. 
Hiland 1385 








Pennsylvania Grade Crude Oil 
Association 6 

Philadelphia Valve Co. 20 

Pure Oil Co. 4th Cover 


Quaker Rubber Corp. 


Republic Oil Refining Co. 
Rockwell Mfg. Co. 
Rotary Lift Co. 

Scully Signal Co. 


Tokheim Corp. 


Union Oil Co. of Calif. 
U. S. Rubber Co. 


Warner Lewis Co. 








ABOUT OIL PEOPLE 


ASSOCIATION OFFICERS 
were all re-elected at 

their Des Moines convention. 
They are: (left to right) 


R. B. Ritter, Waterloo 
president; 


F. A. Bogaert, Marshalltown 
vice president; 


Lyle W. Munson of Des Moines, 
secretary ; 


and John W. Schultz 
of Davenport, treasurer 


NEWLY ELECTED 
DIRECTORS 

of the Iowa association are: 
(left to right) 


E. A. Brown, Avoca; 
Lee Hammond, Esterville; 


and Glen R. Carlstrom 
of Spencer 


JOVIAL GROUP 

OF DIRECTORS 

swap talk at 

the Des Moines convention: 
(left to right) 


I. H. Carnes, Clinton; 

E. F. Bock, Garner; 

V. W. Smith, Ankeny; 

and Charles Bender, Keswick 


OTHER BOARD MEMBERS 
listen as Director 


H. G. Rump 

of Burlington, (left) 
presses a point at the 
Des Moines convention. 


(Left to right) S. T. Carlson, 
Des Moines; 


Forrest Richard, Humeston; 
and L. H. Sidwell, 
of Cedar Rapids 
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NEW WEIGHT-SAVING WARREN DUAL MANIFOLD VALVES 


PROVIDE GREATEST FLEXIBILITY 


FOR CARRYING SPLIT LOADS 
--- FOR FASTER UNLOADING 


WITH COMPLETE SAFETY 


Easy to Order 


No drawings 

or complex 
engineering 
information 
necessary to get 
the precise 
fabrication needed 
for your 
requirements. 


Check these features 
Guaranteed performance 
Complete safety 
More compact 
Lightest weight 

(Square design provides 14% 
weight savings even over 


lightweight WARREN 
cylindrical construction) 


Fewer joints, flanges 
and gaskets 


No leaks between valves 


Meets all state 
requirements 


March 24, 





BE SURE TO 
SPECIFY 
New WARREN 
Dual Manifolds 
For Your New 
Equipment 


EXCLUSIVE SQUARE DESIGN 
Protected by U.S. Patent 

No. 2557177. Other patents applied 
for. WARREN DUALS are also available 
in the original cylindrical design. 


WARREN DUAL MANIFOLD VALVES provide the 

greatest flexibility in piping arrangements for 
carrying and discharging split loads faster—and with complete safety! 
That’s why cost-conscious transporters are standardizing on new, 
compact lightweight DUALS on their trucks and trailers. 


Look what you can do with Duals: 


@ You can unload two compartments, 
each with a different product, at one 
time without danger of mixing. 


@ You can meter out from either mani- 
fold or gravity out through one manifold 
while metering out through the other. 


@ You can discharge any or all compart- 
ments through the top manifold or any 
or all compartments through the bottom 
manifold, simultaneously if you wish, 
making it unnecessary that different 
grades of products be loaded in any 
specific compartment or sequence. 


4 





¢ 


@ You can unload with two hoses from 
any or all compartments when loaded 
with one product. 


And with WARREN DUALS you can do 
all of this with new, higher rates of flow, 
with complete drainage of the manifolds, 
and with minimum valve manipulation! 
In addition, the unique DUAL design re- 
duces the number of valves, flanges, gaskets 
and connections to an absolute minimum. 


For better, faster, safer transporting and 
unloading, get the flexibility and the 
savings in weight, time and money pro- 
vided only with WARREN DUAL Manifolds! 


Write today for complete information! 


MANUFACTURERS OF WARREN SNAP SEAL 
SAFETY LAMPS AND CUSTOM BUILT MACHINERY 


Md i 
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ABOUT OIL PEOPLE 


George D. Gavin, assistant manager 
of retail sales of Tide Water Asso- 
ciated’s western division, San Fran- 
cisco, has received one of the three 
highest awards in the Freedom Foun- 
dations general category. For his work 
as general chairman of the 34th an- 
nual California “public schools week” 
in 1953, Mr. Gavin was given a George 
Washington Honor Medal and $1,000. 
Winners were selected from 100,000 
nominations. 





e 

J. Milten Connors has been named 
traffic manager of Tide Water Asso- 
ciated’s western division, with head- 
quarters in San Francisco, succeeding 
Robert Hutcherson who retired after 
holding that position since its creation 
33 years ago. Mr. Connors has been 
assistant traffic manager since 1943. 
He joined the company in 1925. 


e 

Hal W. Stewart, assistant general 
counsel for the Ohio Oil Co., has been 
elected to the board of directors and 
appointed general counsel for the Ohio 
Oil Co., effective April 1. He will fill 
vacancies created by the retirement of 
A. M. Gee who leaves the company 
on April 1 after 34 years’ service. 


. 

Dwight T. Colley, gave a talk on 
“The Effect of Service Station Design 
on Dealer and Public Relations” at a 
dinner held in his honor at the Prince- 
ton Club in New York City March 18. 
The dinner was sponsored by Herbert 
R. Spencer, president of The Erie 
Enameling Co. Mr. Colley is vice 
president, general manager of market- 
ing and a director of the Atlantic 
Refining Co. 

Grady H. Meador, vice president 
and general sales manager of Gulf Oil 
Corp., was toastmaster at the dinner 
which was attended by a large group 
of marketing and construction officials, 
representing most of the major oil 
companies. 

* 

Michael L. Haider has been elected 
president of International Petroleum 
Co. Ltd., Toronto, Ont., an affiliate of 
Standard Oil Co. (New Jersey). He 
succeeds L. P. Maier who becomes 
chairman of the board. 

Mr. Haider, who has been deputy 
co-ordinator of Jersey Standard’s 
world-wide producing activities since 
1952, will assume his new office on 
April 1. 

International Petroleum, although 
incorporated in Canada, has its prin- 
cipal activities in Colombia, Peru and 
Venezuela. 

7 

William H. (Scotty) Jack has an- 

nounced that he will resign as execu- 
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WEST VIRGINIA PETROLEUM ASSN. officers for 1954 meet Congressman Robert 
C. Byrd, (second from right), at a biennial gathering in Charleston. Left to right are: 
President of the district association, J. P. McMaster, branch manager, Pure Oil Co., 
Charleston; Vice President G. A. Lancaster, salesman, Gulf Oil Corp., Charleston; 
Congressman Byrd; and Secretary G. M. Nowlan, sales manager, Elk Refining Co., 
Charleston. 


OKLAHOMA OIL JOBBERS ASSN. will be headed during 1954 by Martin Clark, 
new association president (extreme right), Clark Oil Co., Ada, Okla. Other officers 
chosen by the OOJA at a meeting in the Skirvin Hotel in Oklahoma City are 
(left to right): Jack Newman, Jr., Paul A. Long & Sons Oil Co., Ponca City, Okla., 
re-elected treasurer; Leo E. Myers, Denver Oil Co., Oklahoma City, re-elected 
secretary; K. C. Jeffries Oil Co., Miami, Okla., vice president. 


TANK TRUCK OPERATORS ASSN. eleted these officcers at the Joint California 
Trucking Assns. convention at the Hotel Mark Hopkins in San Francisco. All are certi- 
fied for-hire carriers of petroleum products. Left to right are: Willard Orr, Orr Tank 
Lines, Ventura, outgoing president and new board chairman; Milt Hitchcock, Hitchcock 
Transportation Co., Hanford, first vice president; Bill Lawson, Fortier Transportation, 
Fresno, president; W. J. Collinge, Allyn Tank Lines, Los Angeles, second vice president ; 
F. P. Lucas, Mercury Transport Co., Compton, Calif., third vice president; and George 
G. Grant, Los Angeles, secretary. 
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“WE HELP YOU 
SELL FRAM!" 


John Cameron Swayze stars in 


FRAM VACATIONLAND AMERICA on 
‘Today’ with Dave Garroway (NBC-TV). 


(In California on “Panorama Pacific.” ) 


Over NETWORK TV Mar. thru Oct. 
PLUS Big National Ads 
and Newspaper Campaigns 


We're telling millions of car owners from coast to coast to see your 
dealers for Fram protection. And plenty of folks will want that terrific sales 
booster—the Fram ‘‘Vacationland America’’ Book—it's absolutely free for 
a Fram boxtop! We're promoting the book to boost your Fram profits and OlL + AIR + FUEL = 
make Fram sales even easier! Its all a part of the biggest advertising 
program in the business. Don't miss out on the biggest profits in filter history 
—sell Fram! Ask today for details on Fram's attractive TBA proposition. 
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ABOUT OIL PEOPLE 


tive vice president of the Rocky 
Mountain Oil & Gas Assn. in April to 
campaign for the Democratic nomina- 
tion for governor of Wyoming. 

Mr. Jack served five terms in the 
Wyoming Legislature and was speaker 
of the House of Representatives in 
1933. He has also served as state audi- 
tor and secretary of state. 





« 

Edward C. Waterman is the new 
chief engineer for the Marketing Oper- 
ations Division of Standard Oil Co. 
of California, San Francisco. He suc- 
ceeds E. J. Timmons, who has retired. 

Mr. Waterman joined Standard as 
an engineer and estimator in the Mar- 
keting Department in 1925. Later he 
served as a dealer development spe- 
cialist and supervising engineer before 
being appointed assistant chief engi- 
neer in 1952. 

Mr. Timmons joined the company 
in 1912. In addition to his extensive 
experience as an engineer he also 
served for a number of years as an 
analyst with the Department on Or- 
ganization. 

_ 

Bert Corsgreen is the new president 
of Petroleum Terminals, Inc., a Chi- 
cago marketing firm. Mr. Corsgreen 
has been associated in the past with: 
Tide Water Associated Oil Co., as 
central regional advertising manager; 
with Cosden Oil Co. (IIl.) as advertis- 
ing and sales manager; and with Barns- 
dall Oil Co. as division manager. 


- 

James E. Moss, director of the 
Division of Transportation of the 
American Petroleum Institute, has 
been designated as an advisor-member 
of the U.S. delegation that will par- 
ticipate in an international conference 
on water pollution in London next 
month. 

. 


Ernest O. Thompson has announced 
he will be a candidate for re-election 
to the Texas Railroad Commission. 
He was first appointed to the commis- 
sion in 1932, and is now serving his 
fourth term as chairman. 

a 

John L. Rieley became manager of 
the Richmond, Va., marketing divi- 
sion of Cities Service Oil Co. (Pa.) on 
March 1. Prior to his new assignment 
he had been manager of the Newark, 
N. J., division for Cities Service where 
he had served since 1951. 

Mr. Rieley became associated with 
Cities Service Refining Co. in Boston 
in 1930. In 1936 he was named divi- 
sion manager at Providence, R. I. Be- 
ginning in 1939 he served for several 
years as vice president and general 
manager for Kallaher & Mee, Inc., 
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Cities Service distributors in Paw- 
tucket, R. L 

M. E. Powley succeeds Mr. Rieley 
as manager of the Newark division. 
He had served as manager of Cities 
Service’s New Jersey Turnpike District 
from 1951 until his recent promotion. 

Mr. Powley joined Cities Service in 
1940 as manager of the Headquarters 
Station at Kenmore Square, Boston. In 
1942, he served as retail salesman; in 
1943, as T. B. A. manager, and be- 
came retail sales manager in 1948. 

John R. Wiren replaces Mr. Powley 
as manager of the New Jersey Turn- 
pike District. Prior to this appoint- 
ment Mr. Wiren had been assistant 
manager. 

o 


M. M. McCallen, president of Mc- 
Callen Refining Co., has been elected 
president of the Independent Refiners 
Assn. of California, succeeding C. A. 
Johnson, chairman of the board of 
Socal Oil and Refining Co. who served 
the last two terms. 

Other officers: Newcomb D. Taylor, 
sales manager of Hancock Oil Co., 
vice president; Malcolm McDuffie, 
production vice president of Mohawk 
Petroleum Corp., secretary-treasurer, 
and Don B. O'Neill, executive vice 
president. 

Newly elected directors are Mr. 
McDuffie and D. S. Fletcher, president 
of Fletcher Oil Co., replacing W. G. 
Krieger, president of Douglas Oil of 
California, and E. O. Bachman, Cen- 
tury Oil, who have served three-year 
terms. The other five directors are: 
A. M. Lockhart, president of Envoy 
Petroleum Co.; S. V. Millington, sales 
manager of Triangle Oil & Refining 
Co.; Mr. Johnson, Mr. McCallen and 
Mr. Taylor. 

* 

Henry Wogisch, purchasing agent 
of L. Sonneborn Sons, New York, was 
named chairman of the Packaging In- 
stitute’s Petroleum Packaging Com- 
mittee at the organization’s two-day 
meeting in Houston, Texas. Other of- 
ficers elected at the same meeting are: 
F. W. Langner, Socony-Vacuum, vice 
chairman; and R. W. Henry, Phillips 
Petroleum, secretary. 

e 


F. J. Shanklin has been promoted 
to assistant manager, fuel oil sales, for 
the Sinclair Refining Co. He was 
formerly on the staff of the Market 
Development Department in the com- 
pany’s home office in New York. 

A. W. Griffin, formerly of the Des 
Moines, Iowa Area Office, has been 
promoted to the staff of the Market 
Development Department, succeeding 
Mr. Shanklin. 


COMING MEETINGS 


MARCH 


Western Petroleum Refiners Assn., annua) 
meeting, Plaza Hotel, San Antonio, Tex., 
March 29-31 


APRIL 


National Oil Jobbers er wd The Homestead, 
Hot Springs, Va., April 1 


American f kn FOS Engineers, 
Natanlatde Pluss. Cincinnati, Ohio, April 
5-7. 


Assn. of Eastern Petroleum Credit Managers, 
annual meeting, Hotel Statler, Buffalo, 
N. Y., April 5-7. 


Oil Heat Institute of Washington, annual 
yoo oN Chinook Hotel, Yakima, Wash. 
P 


National Petroleum Assn., 5ist semi-annual 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April “tiie. 


Georgia Independent Oilmen’s Asen., oon 
convention, Hotel Dempsey, Macon, 
April 22-23. 


Michigan Petroleum Assn., spring meetin: 
oe Hotel, Grand Rapids, Mich., ‘April 


Fuel Oil Distributors Assn. of New Jersey, an- 
nual convention, Berkeley-Carteret Hotel. 
Asbury Park, N. J., Apr. 28-30. 


MAY 


Tennessee Oil Men’s Assn., semi-annual con- 
vention, Hermitage Hotel, Nashville, Tenn., 
May 2-4. 


Oil Industry TBA Group, midwest pen, 
Sheraton Hotel, Chicago, IIl., 3-4 


American Petroleum Institute, Labstentics 
Committee, Skytep Lodge, Skytop, Pa., May 
3-5. 


American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 


National Highway Users Conference, Fifth 
Highway Transportation Congress, 
Hotel, Washington, D. C., May 4-6. 


National Tank Truck Carriers, 6th annual con- 
vention, Netherlands-Plaza, Cincinnati, Ohio, 
May 6-8. 


Empire State Petroleum Assn., Hotel Roose 
velt, New York, May 9-11. 


Pennsylvania Petroleum Assn., spring conven- 
= Bedford Springs Hotel, Bedford, Penn., 
ay 9-11. 


Liquefied Petroleum Gas Assn. Annual Conven- 
tion, Conrad Hilton Hotel, Chicago, Ill., May 
9-12. 


American Petroleum Institute, Division of 

rtation, Products Pipe Line Confer- 

ence, Warwick Hotel, Philadelphia, Penn., 
May 10-12. 


American Petroloum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13. 


Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind., May 12-13. 


Assen. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 


Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 
May 14-165. 


Oil Heat Institute of America, 32nd annual 
convention, 20th Oil] Heat Show & National 
Indoor Comfort Exposition, Commercial Mu- 
seum, Benjamin Franklin Hotel, Philadel- 
phia, Penna., May 16-20. 


American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 


National Fire Protective Assn., 58th annual 
meeting, Statler Hotel, Washington, D. C., 
May 17-21. 


North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 


Packaging Institute, Petroleum Packaging 
Committee, Cleveland, Ohio, May 24-25. 


JUNE 


Pennsylvania Grade Crude Oil Assn., 3ist an- 
nual meeting, Hotel William Penn, Pitts- 
burgh, Penna., June 3-4. 
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Exclusive Eaton Features 
add up to Longer Axle Life, 
Rugged Dependability, 
Minimum Shop Time, Lower 
Maintenance Cost 


Eaton’s planetary gearing distrib- 
utes pressure and wear over a number of small gears, 
resulting in lower unit stress. Forced-flow oiling 
system provides positive lubrication to all moving 
axle parts at slowest vehicle speeds. Extra heavy 
construction eliminates the possibility of distortion 
or misalignment under full loads. Practical, down-to- 
earth design makes maintenance quick, easy, eco- 
nomical. Simple shifting makes it easy for drivers to 
use all available gear ratios. The right ratio for every 
road and load condition; gives extra maneuverability, 
positive control at all times. The result of these 
Eaton features is long, trouble-free axle life, greatest 
possible vehicle utility at lowest possible cost. 


More than two million 
Eaton Axles in trucks today. 
For complete information, 
see your truck dealer. 


EATON 
a Stced tuck 


AXLES 


Axle Division 


EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 


sy PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters « Valve Seat Inserts + Jet 
Sine Parts « Rotor Pumps « Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units + Snap Rings 
Springtitese Spring Washers+ Cold Drawn Steel* Stampings* Leaf and Coil Springs» Dynamatic Drives, Brakes, Dynamometers 





for REFINERS, COMPOUNDERS and PRIVATE BRAND MARKETERS... 


Pure’s lube oils have a unique susceptibility to addi- 
tive treatment, resulting in low treating costs and 
flexibility in additive selection. 


These time-tested and market-proved oils meet the 
API service designations from ML through DS as 
well as most military and equipment manufacturers’ 
specifications. 


Uniform quality is assured by manufacture using the 
most modern equipment and rigorous testing pro- 
cedures. 


Production and terminal facilities within easy reach 
of most markets, and transportation facilities are 
equal to any demand from a quart can to a tank car. 


There is a wealth of technical information and tech- 
nical help available to ANY Pure Oil customer. 


Be sure with Pure 


Write or call | .- AND SERVICE, TOO 


The Pure Oil Company Buyers of solvent-extracted base stocks and of finished 
blended oils for private branding will find Pure Oil 


Room 1688 salesmen are fully qualified to give you on-the-spot 
° technical help with any problem that might arise in 
35 East Wacker Drive a OA 

H —_ Whether you are a small user, or a large user, this 
Chicago L Illinois expert technical service is yours for the asking, and it 
Phone: State 2-2100 is backed by the modern research and production facil- 
a ities of The Pure Oil Company. So you can be sure 

Extension 441 when you buy from PURE. 





